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WHEN YOU FEATURE CRADLE HEEL 
TRED FOOTWEAR FOR WOMEN 


Comfort! Comfort that endures through 
hours of unabated activity. Comfort com 
bined with quality that makes them last 
through busy weeks and months. Comfort 
combined with smart styling that means 
poise and assurance ta the women who 
wear them. Comfort the CRADLE HEEL 
TRED way... naturally cushioned, scienti 
fically designed to “cup” and “cradle” the 
heel and give perfect weight distribution 
Comfort...is the biggest sales deciding 
factor in footwear selling today...and 
CRADLE HEEL TRED footwear is a “natural 


promotion for you 


WRITE FOR STOCK FOLDER 
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MANUFACTURED BY 


CRADIE REST SHOE CO. 


18900 WASHINGTON AVE $sT LouIs MO 


DIVISION OF RIGE~O NEILL SHOE COMPANY 








Price ceilings and other government restrictions have delayed fall 
buying . . . which means that the Boston Shoe Fair takes on addi- 
tienal importance this year. It will be a buying show with 500 shoe 
manufacturers displaying their fall lines. A large attendance of 
buyers is already assured. Never was there greater need for a clear 
understanding between buyer and seller . . . and the Boston Show 
offers the ideal opportunity for shoemen to meet and determine how 
best to serve the government and the consumer during these trying 
times. Don’t miss this important date. Write or wire today to insure 
desirable hotel accommodations. 


NEW ENGLAND SHOE & LEATHER ASSOCIATION 
' 210 Lincoln Street ° ° Boston, Massachusetts 
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MORE FREQUENT GRINDING 
MAKES EDGE CUTTERS 


LAST LONGER 


Sounds impossible but it’s true. A quick “touchup” grinding the 
moment edge trimming cutters begin to pull, plus care in 
grinding will make cutters last longer. 





Here are six suggestions that will help you get 
more service from Forepart and Heel Seat Cutters: 


lips may become broken. When Sih 
fastening cutters on the shaft 
make sure the opposing surfaces 
of shield and cutter are clean. 


] The minute a cutter begins to 
get dull, sharpen it. Letting a 
cutter get too dull means a hard- 
er, longer job of grinding. 





2 Light, even applications to the 
wheel are best. A brief touch- 
up grinding will minimize burn- 
ing which may alter or change 
the temper of the steel and there- 
by cause the cutter to dull faster 
or teeth to wear unevenly. 


5 Handle cutters with care. Drop- 
ping cutters where they will fall 
against machinery or on the floor 
may chip a lip or edge. The 
cutter may be ruined or require 
valuable time, labor and loss of 
metal to put it in serviceable 
condition. 





3 Take care to preserve the rake 
of the teeth when resharpen- 





ing dull cutters. 


Protect cutters in use. A tight- 
fitting shield prevents trimming 
residue from working in between 
shield and cutter. Cutters so 


Be sure you get the most out 
of every cutter, Too often cut- 
ters are discarded with two or 
three more days’ work in them. 
With proper care from the very 
beginning, cutter life can be 


packed may run unevenly and extended. 













Dull cutters take more power—turn out poorer 
work and less production. More time is lost by 
trying to do an extra case with a dull cutter 
than by making short, more frequent stops to 
keep cutters sharp. Start today to make cutters 
last longer. 


Keep sharpening wheel 
dressed. Sharpening wheels 
perform better when trued. 
As soon as unevenness ap- 
pears, an Emery Wheel 
Dresser should be used to 
even and renew the flat 
grinding surface. 















TAKE GOOD CARE OF WHAT YOU HAVE 







These cutter conservation 
suggestions are published 
to help users get the great- 
er production and longer 
wear so vital in these criti- 
cal times. 
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Berrer grade shoe departments 
report activity in all-white 


















Shoes, indexing earlier 
wearing of whites by 
smart women, and more 
volume than many 
stores anticipated. 
These stores will 


lose customers! 


Easily a _ million 
more pairs of white 
kid shoes could be 
sold during the 


coming season. 
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As always .... the leather 
of summer is... 
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l rompt attention to shoe manufacturer’s last 
and style creation problems. 


J)... on Schedule to meet manufactur- 
ing schedules. 


Q... results for shoe manufacturers in get- 
ting acclaim for the style and fit of their 
shoes. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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THE MEANING oF Quality — 
THE waRK oF Leadership! 


There is only one way to acquire a reputation for 
quality ... It is to make quality products consistently 
. . . This, B. F. Goodrich has been doing — through 
peace and war—since 1870 . . . Leadership built 
on this policy of quality endures through the most 
troubled times . . . Such lecdership is the reward for 


past achievements and the promise of those to come. 


8. F. Goodrich Footwear 


WATERTOWN, MASS. 
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GRAINED GOATS KIN 


Everybody's doing it... using Brogandi in their 
airiest, sturdiest and jauntiest casual shoes. Here 
are shoes by Bourbeuse in Brogandi . .. the leather 
that has a handsome grained texture and is scratch- 
resistant and durable. The perfect leather for 
shoes of this type. 








Shoes by 


BOURBEUSE SHOE CO, 
UNION + MISSOURI 


Bee eg Be 


JOHN R EVANS & COMPANY, CAMDEN, N. J. Est. 1857 
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REG. U.S. PAT. OFF 


“SMARTEST SHOES ON THE OW. 


You are in business to make money. 

cis oa Select JOHNSONIANS for consistent 

In the national interest, (¢ (gs BRT 3 lasts and shoemaking to give you 
every JOHNSONIAN shoe \\\ <4 4" continued good business. The name 
is smartly salable. Buy Ege is backed by basic PERFORMANCE 


carefully to fit your par- . . : 
ticular trade. VALUE of good shoemaking. 


8700—White Bal, Perforated Tip, 
Oak Sole, Grain Insole, Rub- 
\\ ber Heel. A,BCDE 6-12. 


SOMETHING HAS 
BEEN ADDED — 


Sanitized FOR PROTECTION, LONGER WEAR AND CARE. 


JOHNSONIAN DIVISION ENDICOTT >) sO * NEW YORK-CITY * ENDICOTT, N.Y e $7T. LOUIS, MO, 
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KONA RED 


is an accessory color to highlight, to blend, to harmonize 
with Fall ready to wear colors, from the undyed naturals, 
through the beiges and greys to blues, and even black. 
With polish, KONA RED MARACAIN and GLAZED KID can 
be luminous bright or old leather dull. KONA RED MARA- 
CAIN and GLAZED KID is for slack, casual and town wear. 











Castle Divisione 2d Kid Company 


100 Gold Street, New York City 
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LEATHER is the seventh prime es- 
sential of war. We haven’t thought 
much about that. Practically the 
only one who has been mentioning 
it has been the Boot aNnpD SHOE 
-Recorper. Now, the plight of 
leather is the universal cry of the 
shoe industry. The number one rea- 
son for leather being on the “spot” 
is the immense amount of it used 
in war work, not only for shoes but 
for everything else. Put ten million 
men in uniform and you are using 
up most of the good leather in the 
United States—because armies de- 
serve the best. 

The seventh basic material essen- 
tial to war is now being used in 
Army garrison shoes, heavy field 
shoes, parachute boots, boots for 
regular and special forces. Believe 
it or not, those plain toe oxfords 
(Army casuals, if you want a new 





terminology for these shoes) that 
were supposed to be used by the 
boys around the camps and on fur- 
lough, in those sunny, soft days be- 
fore Pearl Harbor—well, those 1,- 
250,000 pairs have fortunately 
fitted into the air picture, because 
aviators don’t need boot leather. 
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Now let’s see what else goes into 
Army usage. First, an immense 
amount of leather garments, par- 
ticularly for the flying forces, gloves 
of all kinds, harness straps all the 
way from belts to chin straps (those 
cute little loop gadgets that hold 
the jaw firm—in tanks, in bombers 
and parachute planes) ; all sorts of 


scabbards, gun slings—not to men- 
tion leather in helmets and gas 
masks; and on top of all that, the 
necessary portfolios, instrument 
cases—and then into belting and 
mechanical uses in factories making 
the military supplies. 

So, when you are thinking in 
terms of leather—good leather— 
prime leather, the first call is for 
the best in all of these varied and 
sundry war items. As we told you 
before, there are six to eight pairs 
of shoes always in the streamline 
of a soldier’s need; and if he is a 
foot soldier, it’s hobnailed service 
shoes at $4.27 a pair; two pairs in 
his possession and four to six pairs 
in the service depot including gar- 
rison shoes and in process of man- 
ufacture and being assembled for 
order. Multiply that by ten million 


men and you will be mighty lucky 
to find any prime leather, whatso- 
ever, available for civilian use. You 
might just as well face the truth 
that leather is now one of the great 
war shortages; and by way of post- 
script, a little order for twenty thou- 
sand pairs of parachute jumpers’ 
shoes at $5.64 a pair is only the 
beginning, for we will need regi- 
ments of these high jumpers and 
the best is obligatory. 

* * 


PRESIDENT ROOSEVELT’S plea 
to the American people to practice 
self-denial for Victory has its spe- 
cial implications and applications 
to leather and shoes. You heard him 
say : “Russian forces have destroyed, 
and are destroying, more armed 
power of our enemies — troops, 
planes, tanks and guns—than all the 
other United Nations put together 


So, if Russia is carrying the weight 
of this war, who are we to deny them 
the seventh great basic essential— 
leather? 

Russia needs leather — maybe 
more than anything else, outside of 
airplanes, guns and ammunition. 
We are practically the only great 





supplier of finished leather for Rus- 
sian needs, outside of her own do- 
mestic production; so, if you are 
grousing about leather (heavy sole 
leather), remember, the Russian 
fighter needs it first. What’s more— 
he’s going to get it! The lend-lease 
leather we are shooting over to Rus- 
sia by the shiploads is more wel- 
come than gold, jewels or caviar. 
Russians like hard leather. It doesn’t 
need to be flexed or tanned for soft 
feet. They will take it and pound 
it into the shape of foot coverings 
and carry on their fight. 

Veterans in shoes remember the 
Russian leather that was so famous 
at the turn of the Twentieth Cen- 
tury. It had that pungent odor of 
birch oil. At about that same time 
we had Russian colt skins. It made 
patent leather that, believe it or not, 
has held its life and luster a full 
forty years . . . at least in one pair, 
to our knowledge. 

But back to Russia—first in the 
past and then into the present. A 
famous Russian Czar had a prize 
regiment of soldiers. He ordered 
boots for the regiment—all SIZE 8 
—and on a famous day in the his- 
tory of Russian royalty the entire 
regiment was lined up—toe-to-heel, 
absolutely uniform in line, and 
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stood at attention for a period of 
three hours. Every one of those big 
Russians had to pull those little 
boots on and bear the tortures of 
hell for the Russian holiday of the 
Czar. He was so proud of the 
straight lines that he ordered that 
regiment up for inspection at every 
possible provocation. He little knew 
that hundreds of the men fell in 
their tracks and out of that regi- 
ment came a number of revolution- 
ists who got their first growing 
pains of rebellion on those inspec- 
tions. 

They have learned a lot in Rus- 
sia since that time and a number of 
factories in this country have been 
making the huge boots—12’s being 


the minimum in length and 
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—America's contributions to tho 
Cause of Democracy are being 
appreciated today, more than 
ever before, by all the liberty- 
loving peoples of the Earth. 

—The following letter was recently 

published in the London (En. 
rand) Daily Telegraph: 


“There appears to be a well mean-~ 


ing agitatien afoot to protect or even 
remove the statue of Abraham Lincoln 
in Parliament Square and to preserve 
it against possible war damage. 

"Il was passing the other day and 
looking up, saw the classic chair and 
in front of it—standing erect—the 
gaunt figure of the great American in 
his. ill-fitting clothes. As | thought of 
the magnificent generosity of our 
American friends —of the American 
nurses lost in the black waters of Ice- 
land—my hat came off and | stood 
there bareheaded, contemplating with 
reverence that fine representation of 
the indomitable Lincoln. 

“Leave him alone. He wants no 
shelter behind sandbags. Through the 
storms of winter and the night-shat- 
tering bomb-raids, let him stand there 
and ‘take it,’ as he always stood, up- 
right and unafraid. Let him remain as 
he is, an immortal inspiration of never- 

_ faltering belief in the unconquerable 
spirit of free men and free. women 
the wide world over." 


—Thanks, Harold Whitehead, for 
air-mailing this to us across the 
Atlantic. 

—We know your deep affection for 
America and Americans. 


SUT bn 


President 





EEEEEEE the minimum in width. 
The reason for the big boots now 
was to furnish the big, outsize fight- 
ers with the best shoes. Lend-lease 
may have something to do with 
that; the rest of the Army could be 
“taken care of by Russian domestic 
manufacture. 

They are not calling for boots 
to be made up in America because 
shipment takes so much space. What 
they want is bends and side leather 
of -the heaviest weight and sub- 


stance. Russian shoemakers will take 
care of the rest. 

Russia has been told she can have 
all she can move and that’s another 
reason why heavy sole leather is 
being diverted from civilian use. 

The War Productions Board in 
Washington, on April 25, ordered 
the entire stock and production of 
heavy weight sole leather set aside 
to meet military and lend-lease re- 
quirements for shoes. Previously, 80 
per cent of~such sole leathers was 
set aside, but that was found in- 


sufficient. 
. * * 


THE New York Times published a 
wireless they received from Kuiby- 
shev, Russia: 

“The surest sign that Spring has 
arrived on the central front is the 
appearance of trucks laden with felt 
boots traveling eastward from the 
battle zones. These ‘valenky’ deserve 
an honorable place in the gallery 
of war heroes and the United Na- 
tions owe a great debt to those who 
managed to provide the Red Army’s 
fighting men with them. But, as. the 
columnist Ilya Ehrenburg writes, 
the Red Army now is hailing the 
arrival of its leather boots—sapogy 
—which are easier to walk in than 
the bulky ei peek x 
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WAR PRODUCTION CHIEF 
DONALD M. NELSON says: 

“This is neither an old man’s war, 
nor a young man’s war. It is a smart 
man’s war. . . . We must, to begin 
with, drop the idea that change 
comes slowly. It does ordinarily— 
in part, because we think it does. 
Today change must come fast; and 
we must adjust our mental habits 
so that we can accept comfortably 
the idea of stopping one thing and 
beginning another overnight. We 
must discard the idea that past rou- 
tines, past ways of doing things, are 
probably the best ways; on the con- 
trary, we must instead assume that 
there is probably a better way to 
do almost everything. We must stop 
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assuming that a thing which has 
never been done before probably 
cannot be done at all... . 
“Finally, I have a profound con- 
viction that for the individual the 
deepest source of satisfaction is the 
knowledge that one is really putting 
first things first. That is the basic 
priority in human affairs. Let us so 
conduct ourselves that we shall at 
least have these satisfactions to com- 
pensate us for what we face.” 


ee a 








JAKE WILENSKY of the Wilensky 
Leather Company, Atlanta, Georgia, 
hays: 

“Not only the shoe repair shops 
but all the shoe retail stores of 
America can augment either their 
present sales or bolster their pos- 
sible lesser sales in the future when 
shortages are more acute, by putting 
or. a tremendous campaign of shoe 
maintenance. Educate and sell the 
public on buying everything that 
goes to keep shoes better looking 
and better wearing and longer wear- 
ing—shoe trees, shoe polishes, shoe 
laces and everything else along that 
line. 

“It may interest you to know that 
the small piece of shoe repair leather 
that the average shoe repair shops 
use to half sole a pair of men’s, wo- 
men’s or children’s shoes saves the 
following: 


“1 pair of whole outsoles 

1 pair of insoles 

A good many times a pair of slip soles 

1 pair of counters 

A good many times a pair of box toes 

Fillers-Welting-Thread-2 to 2% sq. ft. 
of upper leather 

Hooks and eyelets 

Shoe laces 

Cement, paste and glue 

Tremendous amount of labor 

Tremendous saving on the use of ma- 
chines 

Thus saving a great deal of high grade 
metal. 


“In this little piece of leather, sole 
leather, will save more material, 
more time, more machines and more 
money than anything connected 
with human apparel. And the other 
important factor, that has more to 
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do with safe-guarding the health of 
the human being than anything they 
wear.” 
aa * ao 

EATON V. W. Read, chief of the 
wholesale and retail policy section 
of the Civilian Supplies Division of 
the War Production Board, com- 
mented favorably upon a suggestion 
made that smaller retailers should 
have representation in the set-up at 
Washington. When asked whether 
retailing lines should be more tight- 
ly drawn so as to bar filling stations, 
for example, from selling. refriger- 
ators or drug stores from handling 
blankets. Mr. Read replied that 
would constitute a denial of free 


enterprise. 
* 7 * 


W. H. Hager, chairman of the board 
of Hager & Bros., Lancaster, Pa., 
warned that when over-all price ceil- 
ings are established, many big mer- 
chants will be sorry when they look 
at big inventories, in the face of the 
price ceiling. 
WALKER T. DICKERSON of the 
Walker T. Dickerson Company, 
Columbus, Ohio, puts it all in. a 
postscript to a letter sent to re- 
tailers: 

“P.S.: Don’t gamble or speculate 
in shoes (anybody’s shoes). Pur- 
chase your conservative budget es- 
timate for Fall requirement—Re- 
member it is a short selling season 


“Mr. Flord isn't in at the moment. Would you care to leave your samples?” 


. 


—and over-buying sometimes leads 
into a rough road. Many oldtimers 
remember 1922!!” 
P. D. LEHMAN, shoe manager for 
the J. W. Robinson Company Shoe 
Salon, Los Angeles, Calif., says: 
“In checking over the multiple 
sales, especially those which total 
better than $200.00, it is interesting 
to note the broad scope of the styles 
selected. These shoe selections run 











from the quite dressy kinds through 
the walking types; and always in- 
clude several pairs of casual plat- 
forms. Patrons who have usually 
confined their shoe selections to both 
the high-heeled style shoes and 
casuals, are now buying a pair or 
two of walking shoes. Shoe fitters 
have been cautioned to use extra 
care in the fit and selection of shoes 
of this nature, due to the fact that 
these women’s feet are not accus- 
tomed to wearing shoes of the more 
rugged and low heel type. While 
the leathers in these shoes are soft 
and pliable, fitting them to persons 
who have never worn them before 
calls for the best efforts of our best 
fitters.” 











EXPECT ALLOCATIONS OF 


WITH allocation of hides and calfskins by June 1, or 
thereabouts, looming as a distinct probability, members 
of the Tanners’ Council of America met Thursday and 
Friday of last week at the Waldorf-Astoria Hotel in 
New York for what proved to be one of the most vitally 
important and interesting Spring meetings in the Coun- 
cil’s history. The importance of the topics that were dis- 
cussed, and the realization by tanners of all kinds of 
leather that their industry is being profoundly affected 
by the war and its economic repercussions, was reflected 
in an unusually large attendance. 

Everett W. Pervere, new chairman of the board of di- 
rectors, presided for the first time at a meeting of the 
Council and spoke of the impact of war upon the leather 
industry and of the industry’s response. Said Mr. 
Pervere: 

“Since our last convention in Chicago in October, 
1941, distant possibilities have become realities; the 
country is now at war. All of our activities, every effort 
and undertaking must be subordinate to the basic job— 
winning the war. Under normal conditions, tanners 
have to fight constantly for survival, but our individual 
problems today are of no particular significance. The 
only thing of real consequence is whether or not our ef- 
forts are contributing to victory. As your chairman, I 
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am proud of the opportunity to say on behalf of the tan- 
ning industry that we have acted swiftly and voluntarily 
to do everything within our power. Tanners themselves 
have taken the initiative in trying to anticipate the gov- 
ernment’s needs for leather, in trying to be certain that 
nothing interferes with the government’s utilization of 
tanning stocks, resources or capacity. 

“Since your former chairman, Harold Connett, took 
up his duties with the War Production Board, I have 
had an opportunity to familiarize myself with the sev- 
eral aspects, other than sole leather, of this industry’s 
role in the war effort. In no instance have I found the 
tanners lagging. Our fault, if it is a fault, has been a 
tendenty to keep our sights too high and to be impa- 
tient in awaiting formal government action. However, 
that is a fault which we shall gladly admit because it 
will never be justly said of this sector of the industrial 
front that too little was done too late. 

“Most of us have realized for several months that the 
tanning business is being, and will be more, profoundly 
affected by war developments. Perhaps few of us real- 
ize how tremendous these consequences may be, because 
we have never before experienced a condition of virtu- 
ally unlimited demand and limited supply. This condi- 
tion automatically imposes on all tanners a moral re- 
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WITH MILITARY DEMAND FOR LEATHER MORE 
THAN TREBLED IN 1942, CATTLEHIDE LEATHER 
SUPPLY FOR CIVILIAN USE SHOULD BE ABOUT 
THE SAME AS IN 1932, TANNERS ARE TOLD, AND 
CONSUMER WILL NOT HAVE TO FACE AS SERI- 
OUS A SITUATION AS EXISTS WITH REGARD TO 
RUBBER. EXTRAORDINARY INTEREST IN EFFECTS 
OF WAR ON INDUSTRY REFLECTED IN RECORD 
ATTENDANCE AT SPRING MEETING OF TANNERS 


COUNCIL IN NEW YORK. 


Bie helices at Waldorj-Astoria, New York, filled 
with representatives of leather industry at lunch- 


eon meeting of Tanners Council, May 8. 


HIDES AND CALFSKINS... 


sponsibility for the conduct of their business possibly 
not heretofore fully comprehended. . . . 

“The President’s recent message and the action taken 
te stem inflation have sharpened our consciousness of 
the dangers in price advances. We tanners know to our 
own sorrow that the vicious cycle of rising costs and 
prices benefits no one. No other industry than ours has 
had a more bitter experience with wide price fluctua- 
tions. Since last December our selling prices have been 
subject to maximums imposed by the OPA. .We have 
recognized and concurred in the necessity for these ceil- 
ings. Yet every tanner has felt the growing and inces- 
sant pressure of mounting costs, of materials, of labor, 
of transportation. Domestic hides, kips and calfskins 
have also been restrained by price maximums but al- 
most half the cost of making leather has not been sub- 
ject to any ceiling. Ovérall price stabilization which 
would tend to freeze all costs would be a tremendous 
contribution to the stability of finished goods. 

“There is one factor in the present structure of leather 
prices to which we may be forced to give more atten- 
tion. If raw material supplies should be curtailed and 
tannery operations maintained at lower levels, then unit 
costs would undoubtedly be higher. While every tanner 
will endeavor to ‘exercise maximum control over his 
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costs, the problem may become sufficiently important to 
require action by the OPA. 

“A subject is listed on the program for tomorrow 
which has not yet been given, I believe, sufficient 
thought by the industry as a whole. This matter arises 
from the possibility that reduced hide and skin supplies 
will result in curtailed tanning operations. Ordinarily 
between 50 per cent and 60 per cent of this industry’s 
capital is held in the form of inventory, an inventory 
which is required for the continuous production and 
distribution of goods. No one should have any illusions 
about the significance of increased cash assets at a time 
when actual inventories on hand are diminishing. That 
condition means that normal working capital is inactive 
and such idle working capital must be safeguarded 
against the day when it will have to be put to work 
again.” 

Merrill A. Watson, executive vice-president of the 
Council, stressed in his address on Thursday morning 
the fact that reduced: importation of hides resulting 
from the shipping shortage would mean a production of 
cattlehide leather of somewhere in the neighborhood of 
22 million, compared with 28 million in 1941, or a re- 
duction of slightly over 20 per cent. When it is remem- 
bered, however, that the military demand of leather is 
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more than trebled in 1942, it will be understood why 
authorities are faced with hide allocation to insure 
proper quantity and quality of hides for military leath- 
ers. Even so, the supply of cattlehide leather for civilian 
use should be about the same as in 1932. The consumer 
does not face another situation as severe as rubber. 

In calfskins, he estimated the total domestic and for- 
eign supply only about one million skins below last 
year, and this due entirely to shortages of foreign sup- 
plies as domestic skins should increase in number. Still 
he believed that calfskins would undoubtedly be allo- 
cated to eliminate present injustices in distribution and 
protect price schedules by eliminating competition for 
rawstock. 

He indicated that he was acting as a reporter only, 
and was not expressing his own views or the views of 
the Tanners’ Council. He hoped that no one would say 
later that he advocated allocation for raw material or 
recommended any practices with respect to allocation 
because it is not a fact. He is simply reporting on a 
subject that is of vital interest to the tanners. 

For the first time since the last war, he said, the cal- 
culation from a statistical point of view of the hides and 
skins available is not the most significant factor in the 
supply picture. Previously, it could be assumed after a 
calculation of the supply available; that the pricing 
process of a competitive economy would distribute this 
material where it was wanted. He added that we are 
beginning to appreciate what a satisfactory job was 
done in a free economy by the pricing instrument. 

It is significant, he stated, that in the last war hide 
and skin allocation dealt only with foreign supplies, and 
that we have been in this war only six months before it 
is found that the necessity for allocation in certain types 
of materials is vitally important. This illustrates how 
quickly a global conflict strikes an industry which de- 
pends upon the entire world for its raw materials. As 
the conflict deepens, the amount of leather required for 
military services as well as the supplying of leather to 
our Allies will undoubtedly dwarf requirements in the 
last war. We will be faced with less supplies on the one 
hand and with greater demand on the other. This is the 
dominating influence which is imprinting itself upon the 
industry more plainly from day to day. 

Of course, at the present time there is allocation of 
hides and skins to a certain extent. It has been going 
on since June 16, 1941, when the OPA placed a ceiling 
on hides. The price schedule provided that purchases 
and sales of hides, kips and calfskins should be made 
through channels customarily utilized by dealers, collec- 
tors, brokers, packers, abattoirs, butchers and tanners, 
in order to prevent dislocation of the machinery of col- 
lection, shipment and sale, and to insure to packers, 
abattoirs and butchers the customary market for hides, 
kips and calfskins, and to tanners the customary source 
of supply. 

Most tanners credit the packing industry with doing 
a good job in distributing hides to their customary 
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users. These producers have been up against all kinds 
of pressure during a period when supply was unequal 
to demand and have kept the trade in reasonable 
equilibrium. 

With respect to country hides, the situation has not 
been similar to that prevailing in packer hides. It was 
not to be expected that the larger number of smaller 
units making up this trade would or could voluntarily 
follow strictly the existing channels of distribution, al- 
though a number of them have done so. Under the price 
ceiling; a strong demand and a poorly organized trade 
produced a competitive situation about as might have 
been anticipated. 

He thought allocation of hides and calfskins might 
be expected around June 1, and that it might be inaugu- 
rated by a general freeze order, which would instruct 
producers and collectors of hides to sell only to tanners 
who have a license to buy issued by WPB. If the same 
procedure is followed in domestic hides as in foreign 
hides, licenses will be granted only to tanners to buy 
only in carload or truckload lots. The problem is not 
great, as 40 tanners use 75 per cent to 80 per cent of all 
domestic cattlehides. Tanners may estimate one month 
in advance what hides are needed and will be expected 
to file reports on stocks and purchases. Packers, col- 
lectors, étc., will also be expected to report sales, stocks 
and production. 

Those who are working on this problem are fully 
aware of the necessity for maintaining production of 

[TURN TO PAGE 32, PLEASE] 





»— 


HIS LINE IS BUSY 


On April 29, the day after Leon Henderson issued his 
historic and epoch-making General Maximum Price Regu- 
lation, which froze retail and wholesale prices through- 
out the United States, the Office of Price Administration 
announced the appointment of Merle Fainsod (photo at 
right) as Chief of the Retail Trade and Services Division 
of OPA. This is a new division of Mr. Henderson's price 
agency, and it has been organized for the purpose of work- 
ling in close conjunction with the local boards in adminis- 
tering the details of the price control program. 

One of Dr. Fainsod's first tasks in his new office was to 
speak to representatives of the retail, manufacturing and 
wholesale branches of the shoe industry, gathered in New 
York May 3 in an emergency mass meeting sponsored by 
the National Shoe Retailers Association, when he gave a 
most lucid and interesting explanation of the meaning 
and application of the price ceilings to the shoe business. 

A member of the President's Committee on Administra- 
tive Management in 1936, Dr. Fainsod served as con- 
sultant to the Temporary National Economic Committee 
in 1940. He joined OPA in July, 1941, and has been serv- 
ing as price executive of the Consumers Durable Goods 
Section. He is on leave of absence from Harvard Univer- 
sity, where he is assistant professor of government. 

Hector Lazo, president of the Co-operative Food Dis- 
tributors of America, has been granted a leave of absence 
from that position to accept appointment as head of 
the Trade Relations Branch in the Retail Trade and Ser- 
vices Division of OPA, which will be responsible, among 
other things, for instructing the nation's retailers in the 
specific requirements and procedures of the price pro- 
gram. He will spend a considerable portion of his time 
in conferring and consulting with retailers and repre- 
sentatives of retail trade associations. 
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ALL-AMERICAN STYLES 


For 


AMERICAN styles by Americans and for Americans has 
been the theme in women’s ready-to-wear ever since 
the fall of Paris. Take half a dozen of our popular shoe 
styles and you'll find the same trend and you'll also 
find that the inspiration is American in origin. It all 
started with beach and play shoes, but the same treat- 
ments are now being used in all types. Take the Indian 
moccasin toe. With modifications, it can be found in 


Quilting bees and buckled shoes and hat trim- 

mings carry us back to our Colonial days. Both 

treatments are important styles in women’s 
Spring and Fall shoes. 


all heel heights, patterns and materials. Of course, there 
is a reason for this . . . the moccasin toe is flattering 
because it fore-shortens. It is just as simple as that! 
Other reasons may develop now if that treatment means 
a saving of materials. We leave that to the experts for 
the present. 

The Woven Sandal 


‘Then take the woven sandal. Do you remember when 
the huarache was the Summer sensation? Three yea.s 
ago, wasn’t it? Well, there was a reason for that, too! 
The huarache covered the foot but it was cool and 
airy. Even men wore interpretations of it and in town! 
Your stylists may have other reasons for its success. It 
belonged in a growing trend for more casual shoes in 
light, bright colors, etc., etc. All these reasons prob- 
ably helped its success. 


The Cowboy Influence 


We all remember a few years ago when cowboy boots 
were used as the inspiration for boots for high school 
and college boys and girls. And when oxfords imi- 
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AMERICAN WOMEN 


by ELEANOR RUTLEDGE 


tated the main features of the true cowboy boot. When 
tooling and engraving and embossing and burning was 
style news on these shoes. These adaptations still carry 
on with some boot houses and occasional oxford styles, 
but the cowboy inspiration finally worked itself out in 
a more adaptable way. Nailhead studding . . . still 
shown in the recent Fall collections . . . and so-called 
saddle stitching and some fringing have been the treat- 
ments which have carried on the cowboy idea in a way 
that could be used on many types of women’s shoes. 


Rope Soles and Ballet Lacings 
Taken together, rope soles and ballet lacings make 
the Spanish . . . or Basque . . . espadrille. Taken sepa- 
rately . . . and they are being used separately by many 
manufacturers . . . they stem from both North and South 
American ideas. 


Leading vamp treatment in 1942 shoes is the 

moccasin toe. We show it here in the soft 

pouchy interpretation which stems directly from 
the true Indian moccasin. 


Quilting and Buckles 


The stitched shoe that is really quilted or merely 
looks quilted is seen now and is being made in more 
Fall shoes. Buckles and stand-up tongues are also 
strong. Both these treatments carry us back to our Colo- 
nial days. As far back as a year ago we featured this 
theme in a story on “Early American Fashions.” We 
call your attention to it again and to the vogue, in ready- 
to-wear, of red coats, which is typical of a Colonial 
fashion where everyone who could do so had a red 
cloak. History repeats itself! 
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A Rare ptenee 


French Canadian Quebec . . . most picturesque oj 
Canadian provinces . . . inspired Truman Bailey, de- 
signer and explorer, in his creation of Summer dresses 
and prints, now being sold in leading stores across the 
country and in Canada. The material of this dress is 
cotton, the design in the print is a French Canadian 
motif. |The white fabric espadrilles fit well into the 
picture. Fabric of dress by Everfast. 
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Shoe styles in recent 
seasons owe much to the 
cowboy and dude ranch 
influence. Here five style 
ideas stem from the cowboy’s 
clothes and saddle. 


A number one play shoe style for 
the past three or more years has 
been the woven sandal, inspired by 
the Mexican huarache, in adapta- 


tions now become a classic type. 


From the St. Lawrence River to the Straits of 


Magellan, Designers Are Finding Inspiration for 
Women's Clothes. "Americanos" Our Latin Amer- 
ican Neighbors Sometimes Call Us Citizens of the 
United States. We Present Here Five Shoes... 
Current Best Sellers .. . and a Dress for "Ameri- 
canos", All Owing their Inspirations to American 


Sources ... Ancient and Modern. 


For one grandparent the currently popular 
espadrille can go back to the South Ameri- 
can rope-soled alpargatas. The type of lac- 
ing can be found in shoes worn during our 
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own Civil War. 





GET YOUR FREEDOM WEEK 


Now's the Time to Organize a Community Observance, with the 
Aid of Chambers of Commerce, Merchants’ Associations, Adver- 
tising Clubs and Local Shoe Retailers’ Groups, and Thereby 
Arouse Interest for Freedom Week Promotion, June 27-July 4. 


FREEDOM WEEK, June 27-July 4, will bring home 
to Americans all over the country “what we are fighting 
for” and. what each of us can do to help.. FREEDOM 
WEEK is YOUR opportunity to help CONSOLIDATE 
all the good work that has been done by various groups 
and individuals in your community, and gain that added 
impetus that comes from a great cooperative effort. 

Previously (May 2) we have outlined a tentative pro- 
gram covering eight days from Saturday, June 27, 
through Saturday, July 4—Independence Day. These 
were Youth’s Day, Day of Prayer, Red Cross and 
A.W.V.S. Day, Civilian Defense Day, Salvage for Free- 
dom Day, U.S.0. Day, War Bond Day, Independence 
Day. To this list should be added other groups that 
might not come under these several groupings. If you 
have an established War Effort Committee, such as that 
organized by the Cleveland Advertising Club, and also 
in some other towns, by all means get them to help in 
handling the general plan and promotion, along with 
representatives from your local Merchants’ Association. 
After forming this coordinating group, go after all the 
other groups and individuals who will be interested in 
certain “days” events. 

As an example of what can be done to build up a 
“terrific” program for a single day, start with Youth’s 
Day—Saturday, June 27. Awards for previously an- 
nounced contest—for children—“What Freedom Means 
to American Children.” Winning articles to be read at 
gathering, and also published. Can also be used as basis 
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for radio script—dramatized. Include other subjects 
under the title “The Child in Wartime.” Such meetings 
were recently held by the New York Times, Mrs. Wales 
Latham welcoming the audience. 

Sunday is a day of prayer, which suggests interest of 
all churches and religious groups. In addition we sug- 
gest a spectacle or radio program patterned after “Lis- 
ten to the People” obtainable, with suggestions for ap- 
propriate music if requested, for 10c. from Council for 
Democracy, 11 W. 42nd Street, New York, N. Y. If you 
have good local dramatic clubs, a combination of narra- 
tion, costumed scenes, choral songs, obligato music 
could be woven into something that would be a marvel- 
ous thing, if it could be staged in outdoor amphitheater. 
Ad club, or Merchants’ Association, plus stores display 
men would help put it over. Also ask The Hoover Com- 
pany, North Canton, Ohio, for copy and permission to 
adapt ideas from their ad “America’s Will to Work,” 
published in 1941. 


MONDAY is Red Cross and A.W.V.S. Day. This day 
should include ALL uniformed and non-uniformed 
groups in: program of talks, demonstrations and a 
parade with floats demonstrating the work of the vari- 
ous groups. Recently, Gimbels, N. Y., put on a “Wo- 
men’s Spring Offensive” with the cooperation of several 
women’s organizations, and talented individuals. Copy 
read, “Every day will be jammed with lectures by some 
of the country’s finest experts on nutrition, on nursing, 
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PROGRAM UNDER WAY . 


on salvage, on preparedness in the home. There will be 
food demonstrations on vitamin value, exercises to 
harden your muscles, and programs to show what to do 
with your old coffee tins. You've got a big job to do, 
women of New York, so stop floundering around. Find 
out what you can do. Find out how to do it. You might 
even include a section devoted to what women in the 
home with the little leisure for defense work can do. 

Tuesday, Civilian Defense Day. This day’s program 
would include all of the divisions of Civilian Defense 
in a parade and demonstrations—Drivers’ Corps, Mes- 
sengers, Rescue Squads (good for float), Auxiliary Po- 
lice, Bomb Squads, Air Raid Wardens, Fire Watchers 
(good for float), Demolition and Clearance Crews, 
Road Repair Crews, Decontamination Squads, Emer- 
gency Food and Housing Corps, Medical Corps, Nurses’ 
Aid Corps. Apparatus and personnel should make in- 
teresting parade; good lecture and radio material. 
Might include practice blackout. 


Wednesday—Salvage for Freedom—this requires ad- 
vance publicity to get cooperation of public to bring 
scrap, etc., to a designated spot, including a parade of 
the vehicles loaded with the collections. Many tons of 
scrap have been gotten together through demonstrations 
to build up extra interest. For parade use floats and ve- 
hicles with signs showing how much can be done with 
scrap. Macy’s recently used a window for a “Salvage 
for Victory” display asking the public to SAVE METAL 
—About 50 per cent of the steel used in armament is 
scrap—9000 tons goes into a 35,000-ton battleship. 
SAVE RUBBER—One-third of the rubber used in arma- 
ment can be scrap rubber. A tire for a bomber uses 30 
lb. of scrap rubber. SAVE RAGS—Old rags and 
cloths can be used for wiping and other needs. SAVE 
PAPER—Waste paper provides one-third of the mate- 
rial needed to make new paper, and 10,000 tons of 
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children’s faces sketched in this Freedom Week window back- 


use individual or group photogra 


of local youngsters, with 


the slogan “Keep America Free for Us”. 
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The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


From Now On—Straight Shooting 


THE “freeze” comes in May, but will it soften in 
October? That’s the question. Seasonal apparel is some- 
thing that is supposed to jump the March price line. This 
is not only true of shoes but much more so of women’s 
garments. What the dress merchant had delivered to 
him in March is something else again from what he 
will need in October. Shoes, to a degre>, parallel that 
same problem. Spring and Summer shoe deliveries in 
March are in materials and: types somewhat differ-nt 
from the suedes and more closed in shoes of October. 

Soloron, in all his wisdom, needs a desk in the Office 
of Price Administration. Hour by hour the manufac- 
turers in the women’s garments trade are marking time 
for some sort of a decision permitting a two-seasonal 
basis—March for Spring lines and July or August for 
Fall lines. The test case will come out of the garment 
field rather than in shoes because, in shoes, we are some- 
what of a borderline case. There is not in shoes the 
tremendous difference in materials that is to be found 
in garments. Until a supplementary order appears, one 
and all, in every line of business, must freeze his price 
as of March delivery date and must hold the same 
marching order—the relative importance of each price 
line to the total business must be maintained. 

The battle line in stores is now a factor in the war 
and even if it is of vast complexity, it is but of sec- 
ondary importance. Life, limb and liberty can be lost at 
one of the global war fronts. Economic liberty is still 
preserved at home and the minor controls imposed by 
the General Maximum Price Regulations are only an 
adjustment of our economic structure to meet the war 
conditions. 

There is but one approach to all these regulations. It 
was said in the words of Woodrow Wilson: “The high- 
est and best form of efficiency is the spontaneous co- 
operation of free people.” 

The shoe industry stands upright to its obligations. 
The shoe industry has not defaulted a single case of 
shoes for government war-use. It has delivered the 
right shoes, at the right time—every pair up to specifi- 
cations. 

By the same token, the shoe industry is not going to 
puncture the ceiling, avoid or evade its obligations as 
American business men. Pity the man who wilfully ex- 
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poses the industry to the charge of bad faith. It was 
smart to be a trader. It was cunning to get secret con- 
cessions, but all that prior to May 18, 1942. From that 
day forth—straight shooting. The Number One thought 
must be the national need, not individual expediency. 
We must accept with a healthy spirit this minor de- 
rangement of our price structure. 

Unfortunately, there goes along, at this time, some- 
thing that we cannot help and that is a change in the 
quality standards of sole leather first and some of the 
ingredients that go into complex shoe making. But 
much can be done with the ingredients available and 
much more can be explained at the fitting stool. What 
can never be explained at the fitting stool is breaking the 
war law. 

Burton E. Oppenheim, Price Executive of the Textiles, 
Leather and Apparel Section of OPA, who is the man 
of factory authority in that Office, told manufacturers 
in unmistakable language the precise situation that has 
a bearing on the problem of buying shoes for Fall. 
Here it is: 


“The shoe industry has always manufactured goods to retail 
at fixed price brackets. In some cases you have averaged 
prices. In others you have sold individual shoes. The fixed 
price brackets for which you manufactured shoes must be those 
brackets at which you sold shoes in the base period. If you 
continue to sell the same shoe which you sold in the base 
period, you carinot exceed thé base period prices for that shoe. 
If you sell a similar shoe to the one that was sold in the base 
period it must not be sold higher than the nearest base period 
price at which you were offering shoes which cost the same. 

. “It will be well to remember that the consumer in purchasing 
shoes will have the right to expect to obtain the same or closely 
similar shoes to those which were sold during the base period. 
Stores or manufacturers who break faith with the consumer 
will be subject to investigation which will arise from their 
complaints. Manufacturers who keep the faith will be in the 
vast majority and retailers will also do their part in most cases. 
We have an opportunity to demonstrate the unity of purpose 
and the ability to take it without the iron hand of dictatorship 
to drive us. 

“We do not want to absolve you of your responsibility to do 
your part in the war effort. You would not want us to do it. 
And we will not make adjustments which will sanction retail 
price advances. To do this would destroy price control. We 
are willing to assist in any way we can to equalize the burdens 
between buyers and sellers, but you can do more yourselves than 
we can do for you. Any effort you make to reduce styles, con- 
serve material, and reduce your costs by cutting out frills will 
help you, your customers and the general public, but sharp 
practices and cutting corners must be avoided at all costs. The 
civilian business army cannot afford to play tricks on each other 
in this crisis any more than the military. I know you will do 
your part.” . 
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FREE 


2 New Bird Prints With Each 
Pair of F riendly Shoes 


é 


os 


We've been in the shoe business a long time, 
but we have never seen anything go over so 
successfully as the Friendly bird print offer. 
It’s a “bird of a promotion,” and because of 
urgent dealer requests and popular consumer 4 
demand we are again offering for this fall two . 
new bird prints free with Friendly Shoes. The 
new prints show the Blue Grosbeak and Rose- 
breasted Grosbeak birds only, as the prints 
offered in the spring are exhausted. Now if 
you want your sales to fly through the roof, 
get this bird print promotion and buy all the 
Friendly shoes you can get. Write for details 
about the promotion which comes to you free, 
complete with bird prints and colorful display 
material. Edgewood Shoe Factories, Division 


of General Shoe Corporation, Atlanta, Georgia. 
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44 Years of Shoe Family Tradition 


A Firm That Had its Beginning as a Manufacturer of Sporting Goods, 


Brauer Bros. Shoe Co., Did Its Part in Supplying the Army During the 


World War, Later Made Children's Shoes and Today Has Earned a 


Fine Reputation as a Manufacturer of Women's Footwear 


BRAUER BROTHERS SHOE COMPANY in St. Louis 
is a true family organization. It was established in 1898 
by A. J. Brauer and his brother, R. T. Brauer, both 
skilled leather workers. The firm originally specialized 
in manufacturing of sporting goods, but during the 
early war years they produced equipment for the Eng- 
lish and Greek governments and in 1917, 1918 and 
1919 the company produced leather and textile equip- 
ment for the United States government. 

After the signing of the Armistice, the company began 
manufacturing children’s shoes. In 1921 they went into 
the women’s shoe field, and today they are well known 
as women’s shoe manufacturers. 


A. J. Brauer, Jr., above, left, now president of the 
firm, and his father, who is chairman of the board. 


A. J. Brauer, Jr., entered the firm in 1933, working 
in various departments until he learned the business. 
In 1936 he became buyer, went on the road to get 
selling experience in 1937 and 1938, and in 1939 he was 
elected to the board of directors. In 1941 he became 
president of the company. His father, A. J. Brauer, Sr., 


‘who had been president of the company for a number 


of years, was elected chairman of the board. 











“THE PROTECTIVE FORCES ARE AT WORK...” 


As soon as the last is pulled from a shoe 
made with CELASTIC, this unique box toe 
goes to work to protect shoe character by 


constantly maintaining the lasted contour. 


Today’s world of action is making Ameri- 
cans more and more conscious of the com- 


fort in Matched Pairs. The unseen qualities 


imparted to shoes fashioned with CELASTIC, 
while remaining urtidentified to the wearer, 


nevertheless protect his foot comfort. 


Customers Protection — added assurance 
for holding customers — is provided the 
retailer who carries shoes with CELASTIC. 


United Shoe Machinery Corporation 


Boston, Massachusetts 


s 
EVERY PAIR OF SHOES WITH Celaslic RESPONDS TO FEET IN MOTION 





WHITE 


For June Promotion 


The White Shoe and the White Summer Dress, Every Year They 
Are Back Again, the Coolest, Freshest Looking Clothes in the 
Market. Right Now, They Are Very Much Before the Public Eye 


with June Weddings and Graduations Around the Corner. 


NOW is the time to take a good 
look at your stocks of all-white 
shoes. With June come weddings 
and graduations and, in spite of all 
the talk about informal weddings, 
many brides will want the tradi- 
tional wedding and the traditional 


Embroidered eyelet bastiste makes 
this pretty girlish dress suitable for 
an informal graduation and a Sum- 
mer-long date dress. All three photo- 
graphs by Cotton Textile Institute. 


wedding clothes. We have it from 
an authority on brides that this 
year’s engaged girls—the majority 
of them all over the country—still 
want a formal wedding if they can 
get it. 


Favorite with brides is organdie, this 
year especially when cotton is at its 
heyday. Dainty frills on the very wide 
skirt, draped decolletage and fitted 
midriff couldn’t be prettier. 


Tops for 1942 for wedding 
gowns is cotton. First, because it is 
lovely. Second, because there is an 
ample supply of sheer cotton fabrics 
available. Third, because it makes 
an ideal evening dress for all the 
Summer months to follow. The 
beautiful way it launders would be 
argument enough in its favor. It 
can always look and feel as fresh 
as the day it was bought. 

With these clothes nothing is 
more right than a fine leather san- 
dal or pump or, of course, the tradi- 
tional satin shoe for the bride. 


Another lovely sheer organdie is 

shown here in the more formal grad- 

uation dress. Notice the cotton lace 
mitts as dainty as the dress. 


Sheer cottons— organdie, for ex- 
ample—is beautiful enough for any 
leather or fabric. But, if you want a 
newer idea, and if you have such a 
shoe—not many do—why not sell 
your cotton fabric sandal to wear 
with the cotton bridal or gradua- 
tion dress. 

Just while we are on the subject 
of cotton dresses, let’s say a word 
about the other types being pro- 
moted. In our story on “All-Amer- 
ican Styles for American Women” 
we showed one of the attractive new 
cotton dresses in a print inspired by 
French Canadian Quebec. Every- 
body will be wearing cotton this 
year, girls 
and bathing beauties, as well as 
sweet girl graduates and blushing 
brides. Remember that when you 
want to follow up on this white shoe 
promotion. Your colored leathers 
and “linens”—actually usually a 
mixture of cotton and rayon—can 
be featured with cotton poplin suits 
for town wear; colorful cotton 
pique, seersucker, calico and chintz 
play clothes; gingham bathing suits ; 
afternoon voiles and batistes; Sum- 
mer evening dresses in organdies, 
batistes and voiles; informal even- 
ing frocks in gay chintzes and 
calicoes. 


housewives, business 
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T doesn’t go into the smoke of battle, but 
wherever you see this flag you know that it spells 
Victory for our boys on the fighting fronts. To 
everyone, it means that the firm which flies it has 
attained 90 percent or more employee participa- 
tion in the Pay-Roll Savings Plan . . . that their 
employees are turning a of their earnings 
into tanks and planes and guns regularly, every 
pay day, through the systematic purchase of 
U. S. War Bonds. 

You don’t need to be engaged in war production 
activity to fly this flag. Any patriotic firm can 
qualify and make a vital contribution to Victory 
by making the Pay-Roll Savings Plan available 
to its employees, and by securing 90 percent or 
more employee participation. Then notify your 
State Defense Savings Staff Administrator that 


Next to the Stars and Stripes .. . 


AS PROUD A FLAG AS INDUSTRY CAN FLY 


Signifying 90 Percent or More Employee Participation in the Pay-Roll Savings Plan 


ou have reached the goal. He will tell you 
ow you may obtain your flag. 
If your firm has already installed the Pay-Roll 
Savings Plan, now is the time to increase your 
efforts: (1) To secure wider participation and 
reach the 90-percent goal; (2) to encourage 
employees to increase their allotments until 10 
percent or more of your gross pay roll is sub- 
scribed for Bonds. “Token” allotments will 
not win this war any more than “token” resist- 
ance will keep our enemies from our shores, 
our homes. If your firm has yet to install the 
Plan, remember, TIME IS SHORT. 
Write or wire ] facts and literature on instal- 
ling your pha Sie = Plan now. Address 
Treasury Department, Section D, 709 12th St., 
NW., Washington, D. C. 


Make Every Pay Day “Bond Day" 
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OTHER PEOPLE?’S 


Is Price Everything? 


This story concerns not shoes, but 
a topcoat, and the narrator was the 
sales manager of a large manufactur- 
ing concern. While visiting one of 
Fifth Avenue’s most exclusive men’s 
shops, he found himself being waited 
upon by the proprietor himself. 

The proprietor worked slowly, with 
deliberation, handling each garment 
shown with loving care as if it were 
a treasure and the satisfaction of our 
friend was the most important thing 
in the world. 

Said the sales manager: “I’m in 
the selling game myself and it seems 
to me that you can give me a word or 
two of advice on the reasons for your 
success.” 

“Well I show one garment at a 
time,” he said, “I talk quality, beauty, 
serviceability, and never mention 
price until asked. Then, no matter 
how high it is—and of course we are 
known for our high prices—I rarely 


have a complaint because I put the 
patron in the proper state of mind to 
receive the news as I want him to— 
in other words, to accept the price as 
quoted.” 

It is reported that the sales man- 
ager walked out with a coat priced at 
twice which he had intended to pay 
and well satisfied with the investment 
—for investment is what the proprie- 
tor convinced him he had made. 

* 


Service With a Smile 


“Limited delivery schedules are 
made acceptable by agreeable, articu- 
late sales representatives. Credit re- 
strictions are enforced without loss of 
good will by carefully coached sales- 
people. 

“Prices can be explained and a 
sense of satisfaction engendered if the 
sale is on a professional level, not a 
querulous tone. The salesperson sets 
the tenor.” 

The above statements by one of the 








Important Dates in June 


June |!4th—Sunday—Flag Day. 

June 21st—Sunday—Father's Day, the beginning of Summer. 

June is the month for air conditioning in your store and cool, 
comfortable shoes for your customers. It is an OUT month and 
people want shoes for leisure living, golf, beoch wear, outdoor 
action, and evenings under the stars. 

It is also the month of graduations and weddings and special 
occasion footwear. Under which headings we will group vacations 
ond: Rathi’: Gay Wet, hese, seve. 








country’s leading experts on retailing, 
are hardly in need of amplification. 
In other words, if you explain to the 
customer intelligently why prices have 
gone. up, why you have fewer styles, 
why you can not extend as much 
credit as usual—and explain with a 
cheerful smile—your customers are 
going to understand your problems of 
war time retailing. And instead of 
walking out of your store in a huff 
and across the street to your com- 
petitor, they will listen to reason and 
accept the best alternative under the 
circumstances. 
* a * 


Concentration on Best Selling 
Styles 


Myron Silbert, retail consultant of 
New York City, recently said: 

“It has always been a serious mis- 
take in retail operation to believe 
that a large number of styles meant 
a ‘big variety or wide selection’—and 
that customers demanded a wide se- 
lection. 

“We can have a better selection 
with several natural good selling num- 
bers than with ten times the number 
of poor numbers—one good number 
with a full size range is worth several 
incomplete numbers. 

“The biggest fault of small store 
merchandising has been the big num- 
ber of odds and ends of various styles. 
It makes it very difficult to answer 
even a small portion of the requests 
because we seldom would have the 
color or size of the item they see on 
the counter or in the window.” 
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IDEAS 


by JOHN F. W. ANDERSON 


Gifts for Men in Service 


Gift shopping for men in the ser- 
vice has developed far beyond expec- 
tations in many shoe stores and de- 
partments. In fact many have opened 
a separate Canteen Shop to better 
display and to better stock the mer- 
chandise. However, it is wise to be- 
ware of the many pitfalls of the last 
war when fond friends sent gifts that 
were light, flimsy and of little practi- 
cal use in the rugged life of an army 
camp. 

Why not ask any of the members 
of your store staff, or friends, who 
have entered the armed service, to 
write you as to the types of gifts that 
would be most practical. Then you 
will know the right leisure shoes, slip- 
pers, writing kits, gloves, etc., to 
stock and get a jump on yor neighbors 
who will find out by hit or miss sooner 


or later. 
i Sar 


Any Sox Today? 

Many male customers hesitate to 
walk into a shoe store to buy hose 
because they think that it may be just 
a minor side line with the store and 
therefore they will have trouble in 
sizes and styles. Here’s a suggestion 
seen in the window of the Florsheim 
Shoe Store, 43rd Street and Madison 
Avenue, New York City: 

A huge trunk with it’s top open was 
placed in the center of the window. 
The trunk was filled to overflowing 
with many dozen pairs of beautiful 
woolen sox. That ought to convince 
the doubting Thomases that the store 
has plenty of sox—in sizes and styles, 


too! 
eo 


Don’t Throw That Box Away! 


We have seen shoe boxes put to 
every use from a container for tools, 
to a penny bank and a lunch box. 
But, now with the government taking 
a good twenty percent of our paper 
production and planning to take even 
more, it seems just good common 
sense for shoe retailers to make their 
boxes and wrapping paper go just as 
far as possible. 

Many stores that formerly put a 
wrapping around their boxes going 
out of the store, now settle for a piece 
of string. Other stores that formerly 
put rubbers in a box, have substituted 
a piece of wrapping paper. One tissue 
is enough to put around shoes in the 
box. And the government requests us 
to save on paper—salvage the waste— 
sell it. If we all follow these rules 
there will be enough for all. (P. S— 
Modesty forbids us te say that there 
is also a value on old copies of the 
Boot anp SHoe Recorper. ) 
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doy Evenings for 
Defense Workers 











Many a person in defense indus- 

tries is making good wages, but has 

little time to spend it on merchan- 

dise. Here’s a suggestion from a re- 

cent newspaper ad (442" x 6") of 

The Fashion, Columbus, Ohio, de- 
partment store. 


Merchandise versus People 


A prominent New York shoe buyer 
recently gave us the following sound 
retailing advice. We believe that it 
is especially significant this year: 

“Stores have usually thought it took 
more brains and was worth more 
money to select and sell merchandise 
than to select and train people. One 
need not be clairvoyant to see changes 
in that set up. 

“It is not fair to blame untrained 
salespeople for errors or destruction 
of customer morale any more than it 
is right to held children responsible 
when they have not been trained. It 
just doesn’t make sense for a store to 
have a modern, attractive building, 
arresting windows, impelling advertis- 
ing and then throw it all away by 
tolerating an indifferent salesforce. 
So often what is everyone’s responsi- 
bility is no one’s responsibility. 

“Did top management ever get ex- 
cited over customer dissatisfaction as 
about being undersold? The customer 
rarely meets the top executive or the 
host of workers behind the scene. 

“She does meet the salesperson. 
Customers prefer deeds of service to 
the most honeyed words of an insti- 
tutional advertisement. W ord-of-mouth 
advertising is an important advertis- 
ing medium.” 


Proven Collection Letter No. 6 


We do not mean to annoy you with 
unpleasant collection letters, but feel 
sure that you will appreciate our posi- 
tion is seeking your cooperation to- 
ward disposing of past due balance 
in the amount of §..............+- 

Since this charge has remained 
open for a considerable length of time 
beyond our customary 30-day period, 
we believe that an additional exten- 
sion of ten days should be sufficient 
and ask you to let us have your check 
on or before........ 

* * > 


Sell Starters for June 


Ad phrases that may be of help to 
you in planning your June ads, win- 
dow and interior displays, and mail- 
ing pieces. 

“Appropriate Gifts for the Man of 
the Hour” 

“This Sunday is Father’s Day” 

“Practical Gifts for Father” 

“Pops is Tops” 

“Sports for a Swell Sport” 

“A Gift Dad Would Choose Him- 
self” 

“Remember . . 
cal Fellow” 

“Father has his Day” 

“Give Dad’s Feet a Rest” 

“For Easy ... Breezy... 
Comfort” 

“The Cool Way to Comfort” 

“Shirt Sleeve Coolness for Your 
Feet” 

“Hot Weather Specials that are 
Really Cool” 

“The Cool Way to Comfort” 

“June Thrift Hits” 

“Cool as a Summer Breeze” 

“Vacation Sports Soon Begin” 

“Fun Shoes for the Fourth” 

“Keep COOL when it’s HOT” 

“Good for Summer Sun-days” 

“Cool . . . White . . . and Perfor- 
ated” 

“Are Your Feet Having Fun” 

“Out Under the Sun to Play” 

“For Children at Play” 


. Father is a Practi- 


Foot 





For Women 
Hose Size Shoe Size 
8, 2 - 444A 
9 4% B- 5AA 
91% 5% -6D 
10 6 E-7C 
10% 7 D-8B 
1l 8 C-10 





SUGGESTIONS FOR AN APPROXIMATE SHOE-HOSIERY 
SCALE 


For Men 
Hose Size Shoe Size 

9%, 5%- 6 
10 "  6%-7 
10% 7Tl,- 8 
ll 84,- 9 
11% 914-10 
12 ll -12 








An idea for a card to put in the package of every hosiery buyer. They'll 
appreciate your interest in prolonging the life of their hose. 
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Expeet Alloeations of Hides and Calfskins 


[CONTINUED FROM PAGE 16] 


leather and will not stop trading in hides until they are 
fully prepared to allocate. They realize that at this criti- 
cal period there must be no cessation of leather produc- 
tion and that some people are very short of hides. It 
is believed, therefore, that there will be a rapid process- 
ing of requests for permission to buy hides. 

A question everyone wants answered is-—How will 
quotas be determined? It is conjectured that the base 
period may be July 1, 1940, to June 30, 1941, the same 
as for chrome. Actually, the base period is not vital. It 
does not in any way affect the supply of hides available, 
and will be modified wherever necessary. 

It seems probable, therefore, that many factors such 
as the need for various types of leather, quantities of 
hides and skins available, needs of tanners making mili- 
tary leathers, supplies of foreign hides, stocks on hand, 
and tanners’ efficiency, may be taken into consideration 
in addition to the tanners’ production during a base 
period. Mr. Watson added that he was convinced that 
every tanner would be given a fair opportunity to pre- 
sent his case and problem to those in authority if he is 
dissatisfied with the treatment received. 

_He also reported that little thought was being given 
to the relationship between the operation rate of one di- 
vision of the industry as compared with another. The 
rate at which a division will operate will be decided by 
the administrator on the basis of the amount of leather 
wanted. 

One question he reported in tanners’ minds was— 
Would any attempt be made under allocation to iron 
out the wide discrepancies between tanners’ holdings of 
rawstock? It was his impression that a very definite 
determination prevails, once allocation is a fact, to 
cure this variation in stocks in tanners’ hands. Fewer 
hides would probably be allocated to those with fairly 
large inventories, and more to those with low invento- 
ries during the first few months of operation, until the 
holding of various groups of tanners was more or less 
uniform. This would depend, of course, on the type of 
leather produced, distance from supply sources, etc. 
This may seem unfair to the hustlers who believe that 
the Lord helps those who help themselves, but a mo- 
ment’s consideration will indicate that this thinking is 
based upon a policy already in existence in the priori- 
ties system, chrome regulation, and other government 
orders. 

He cited universal agreement among those with whom 
he talked on oné point, namely, that someone who is 
thoroughly familiar with all types of domestic raw mate- 
rials must be the responsible agent in allocation. The 
wide variation in types of hides and skins available 
makes it absolutely necessary that not only an impartial 
agency but one with a thorough knowledge of the mate- 
rials themselves. handle the distribution. The fact that 
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many tanners making military leathers today are short 
of raw material supplies makes it imperative that de- 
lays in allocation of hides through inexperience or mal- 
administration which might disturb production seri- 
ously, be avoided. ; 

He emphasized in closing that this reporting of views 
and opinions does not represent any one individual or 
group, but is simply a summarization of existing 
thought. Present programs may be thrown overboard 
and something entirely new substituted on a momen’s 


‘notice. It was his opinion that the industry would be 


fortunate if those men do the job who are giving most 
time to the question today and who understand the in- 
dustry thoroughly. He was impressed with the basic 
fairness of these men and their earnest efforts to do the 
best job they know how. In many cases this has been 
at severe personal and financial sacrifice. 

In reviewing the prospects for leather demand, I. R. 
Glass, economist of the Tanners’ Council, emphasized 
the profound transition which had taken place in the 
leather industry during the past year. The entire basis 
of demand and production in the leather industry has 
had to be readjusted in accordance with the necessity 
arising out of the war. The two factors primarily re- 
sponsible for the changed situation confronting tanners 
are, first, the tremendous expansion in military require- 
ments for leather products, and second, the likelihood 
that, as a result of critical shipping conditions, the sup- 
ply of hides and skins available to the industry would 
be reduced. 

There can be no question, Mr. Glass pointed out, 
about reconciling military and civilian requirements. 
The needs of the armed forces have absolute priority 
and the problems for civilian output is not “what will 
demand be, but how much will be left for civilians?” It 
is inevitable that civilian demand in terms of purchas- 
ing power tend to remain in excess of the supply of 
goods available for commercial sale. In 1941, the tan- 
ning industry was able to meet military requirements 
superimposed upon record civilian demand. That can- 
not be the case this year, and a readjustment in the level 
of civilian output of shoes and other leather goods is 
almost unavoidable. 

In summarizing the total demand picture before the 
leather industry, two outstanding facts deserve empha- 
sis. In the first place, the priority of military needs 
makes any definite appraisal of supplies available for 
civilian use difficult if not impossible. The quantity of 
leather remaining for civilians is wholly conditional 
upon the scope of military needs and the status of ship- 
ping. Finally, there is hardly any question that residual 
supplies of leather will be ‘absorbed without any diffi- 
culty by commercial industry. Extremely large produc- 

[TURN TO PAGE 37, PLEASE] 
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Oppenheim Explains Need of Price Control 


Price Executive Tells Shoe Manufacturers Necessity of Regu- 
lation to Halt Spiral of Inflation—Urges Full 
Cooperation for Success of Program 


New York-—-Burton E. Oppenheim, 
price executive of the Textile, Leather 
and Apparel Section of the Office of 
Price Administration, speaking before 
the meeting called by the National Boot 
and Shoe Manufacturers Association, 
the first of the month at the Hotel 
Commodore, here, urged the earnest 
cooperation of all shoe manufacturers 
in the price control program. 

“The program will be successful be- 
cause the country believes in it,” Mr. 
Oppenheim said. 

“We know that without it the sta- 
bility of productive effort, which must 
continue at an ever mounting pace, is 
endangered. We know that the con- 
stant chase between wage rates and 
prices must stop. And it will stop now. 
We know that speculation, hoarding 
and profiteering bring suffering and 
unnecessary privation to those least 
able to bear this additional burden. 

“Let me touch upon a few salient 
facts which I think you should remem- 
ber. 

“First: Income payments in 1941 
totaled $92,000,000,000. In 1943 these 
will amount to $117,000,000,000. Goods 
available for civilian use in 1941 
amounted to $74,000,000,000. In 1942 
they will be cut. to $65,000,000,000 at 
1941 prices. We have $25,000,000,000 
more money to buy $9,000,000,000 less 
goods with! 

“Second: Retail prices of food, 
clothing and house‘ furnishings have 
risen 25 per cent since September, 1939, 
but more than three-fourths of this rise 
has taken place during the last twelve 
months. 

“Third: The price rises that have 
taken place thus far will mean an infla- 
tionary over-charge merely on the war 
program authorized thus far that is in 
excess of the total cost of World War I. 

“Fourth: It takes very little imagi- 
nation to see what will happen as war 
production increases, civilian supply de- 
creases, and income payments continue 
to mount. The sky will be the limit. 

“Let us see what this is likely to do 
to business as a whole. 

“First: Business becomes a complete 
gamble. By the time plans are com- 
pleted costs rise and firms are caught 
_ out on a limb. 

“Second: Hoarders and profiteers 
reap a harvest. As the movement ac- 
cellerates people sell their raw material 
rather than make it up. All production 
décreases, Labor unrest grows. 

“Third: The seeds for a post war col- 
lapse are planted. Business failures, 
unemployment, mortgage foreclosures, 
bank failures, and staggering losses in 
farm income are the inevitable result. 
You will remember what happened in 
the shoe business: 
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(1) Hides on which the average 


price was .394 per Ib. in 1919 sold for 


.057 in 1932. 

(2) Leather on which the average 
price was 64c. per foot in 1919 dropped 
to .162 in 1932. 

(3) Shoes on which the average 
price per pair reported by the Bureau 
of Labor Statistics was $5.08 in 1919 
dropped to $1.96 in 1932. 

“The universal ceiling is part of the 


BURTON E. OPPENHEIM 


program to halt inflation. It is the 
only way to stop the spiral now. The 
order does not apply to shoe manufac- 
turers alone. It applies to your custo- 
mers and to your suppliers. Penalties 
for its violation are severe and these 
penalties are necessary in order to pro- 
tect those who observe it from the 
chiselers. 

“This order will cause some hardship. 
It is your job and that of your sup- 
pliers and customers to see to it that 
this hardship is shared by all of you in 
equal proportions. We, in Washington, 
can be useful to you only in a minor 
way. We do not intend to dictate, 
legislate, or govern every individual 
transaction, and we shall not attempt 
to do so. I need scarcely remind you 
that the individual annoyances and 
difficulties under which you struggle 
are part of the business of living and 
of fighting for our ideals. 

“The purpose of the order is very 
clear. Price rises are prohibited. After 
the effective date of the order, sellers 
may not sell at prices higher than the 
highest maximum prices at which the 
seller dealt during the month of March, 
1942. The highest price during March 

[TURN TO PAGE 44, PLEASE] 
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“You alone set your goal— 
in Sales and Dollars” 


says 
Mr. Ralph L. Feldner 


HEALTH SPOT SHOE SHOP 


526 PIERCE STREET 
SIOUX CITY, IOWA 


He also makes the statement, 
“If you have often thought you 
would like to be in business for 
yourself, but lacked the neces- 
sary capital for an investment, 
the Health Spot Shoe Shop Plan 
is the answer to your dream.” 


As a successful Health Spot 
Shoe Shop operator, enjoying 
the best job of his shoe-selling 
career, Mr. Feldner is well qual- 
ified to make this kind of state- 
ment. , 


In Health Spot Shoe Shops all 
over the country, men who have 
always. worked hard but never 
received much for their efforts, 
are attaining success and hap- 
piness through the Health Spot 
Shoe Shop Plan. 


No investment is required, yet 
you receive a liberal share of 
the profits in addition to a regu- 
lar salary. 


You can use your knowledge of 
fitting and selling shoes to the 
fullest extent—and watch your 
earnings grow! 


MEN WANTED 


There is always a need for good 
men to operate Health Spot 
Shoe Shops. Send for an appli- 
cation blank today if this profit- 
sharing plan appeals to you. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 











$10 PRIZE-WINNING 


Pet Peeves 


OF SHOE SALESPEOPLE 


Submitted by: JACK S. GOLDBERG 
Paris Footwear . . . Buffalo, New York 


I. My Peeve. In these critical times, when women are playing a 
big part in defense work, a frequent complaint is about heels that 
get scuffed on the brake or clutch pedal of the car. - 


2. My Answer. I take out a pair of new shoes with Scuffless 
“Pyraheel”—and tap the heel against my fitting stool, explaining 
why this heel can take abuse. Result—a wrap-up and a satisfied 
customer! 


You can avoid complaints by specifying 
Du Pont Scuffless ““Pyraheel”’ plastic heel 
covering. It comes in almost all colors and 
leather effects. Costs you nothing extra— 
and is used by almost all manufacturers. 


Scuffless heels give you an extra talking 
point, too. They resist checking, cracking 
and scuffing—and look new as long as cus- 
tomers wear the shoes. Remember to specify 
Scuffless heels on your next order. 





HOW TO WIN $10 











The Case of the 
Cuffless Trousers 


[CONTINUED FROM PAGE 19] 


shoe styles, All right, but what of the 
popular wing and straight tip, brogue 
types? Are they out from now on or 
just for the duration. Is a new era in 
men’s footwear styling in the offing 
with plain toe styles taking over the 
number one position in the selling pic- 
ture? 

Men’s shoes for the duration and 
perhaps for some time thereafter will 
undoubtedly strike a plainer note but 
to relegate the popular brogue types to 
the background both during and after 
the war is another thing. Tips and 
foxings are not necessarily stitched over 
full vamps and quarters and when 
made this way or by using imitation 
tips and foxings, less leather is needed 
than for many of the plain toe shoes. 

Many men, in fact, the majority of 
them, are not going to rush in to buy 
any new suits for some time and the 
cuffed trousers are going to be with us 
as long as suits now being worn hold 
out. Until that time, wing and straight 
tip shoes are going to be just as popu- 
lar as they have been. Naturally the 
new shoes are going to be much plainer 
and lighter than has been the case for 
the past few years. Heavy detailings 
and soles will be out, but new styles 
will be just as attractive as is possible 
for manufacturers to make them—and 
just as saleable. 

Frankly, if cuffless trousers become 
the accepted thing after the war, you 
can be sure that the wing and straight 
tip brogue patterns will be just as im- 
portant in the men’s footwear picture 
as they have always been—cuffs or not. 


Successful Show Held 
By Travelers 


MINNEAPOLIS, MINN.—The best gath- 
ering in years, both in attendance and 
volume of business done, was reported 
at the three-day Fall footwear showing, 
May 3-5, sponsored by the Northwest 
Shoe Travelers’ Association, at the 
Hotel Radisson, here. The convention, 
one of the first held under the auspices 
of the travelers in many years, fea- 
tured showings by 53 manufacturers 
and was concluded by a buffet supper- 
dance which some 300 travelers and 
retailers attended. Entertainment and 
musie were provided. 

The bulk of lines shown were of 
women’s shoes with antique tans -and 
dark red tints in demand alongside 
blacks. “Sales were excellent,” H. 
Thorson, secretary of the travelers re- 
ported. “It was the biggest buying 
convention yet held in the Northwest.” 

The travelers will sponsor an early 
Spring convention here the second week 
of November following the holding of 
the national convention in Chicago. 
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Select Dates for Middle Atlantic Show 


January 10, 11, 12, 1943, Chosen by the Board of Directors 
and Shoe Management Committee for the 29th 
Annual Show of the Association 


PHILADELPHIA, Pa.—The middle At- 
lantic Shoe Retailers’ Association held 
the annual meeting of its board of 
directors and shoe management com- 
mittee, at the Benjamin Franklin Hotel 
here recently. The meeting was well 
attended, and representatives answered 
roll call from the Philadelphia Shoe 
Travelers’ Association, the Philadel- 
phia Shoe Club, the Manufacturers, 
the Wholesalers, and M.A.S.R.A. di- 
rectors. Robert Hemhauser, the retir- 
ing president, presided at the meeting 
because of the illness of the president, 
Russell Wood. 

During the month of March, the as- 
sociation mailed a questionnaire to each 
exhibitor at the 28th annual show in 
Philadelphia, submitting a choice of 
dates for the 29th annual show. For 
the months of December, January, and 
February, 82 per cent of the exhibitors 
replied to the questions; 65 per cent 
suggesting the month of January; 30 


per cent favored December; and 5 per, 


cent favored February. The committee 
was well pleased with the result of 
the questionnaires, In replies received, 
61 per cent of last years’ exhibitors 
reserved the same display rooms they 
occupied last year; several requested 
a substantial increase in floor space for 
their exhibits at the coming annual 
show. — : 
The dates selected for 1943 are Jan- 
uary 10, 11, and 12. Before deciding 
on this date, interesting discussions 
were held on conditions in the industry 
influenced by the war, such as priorities 
in production, leather transportation, 
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and other essential materials needed in 
the making of footwear, the manufac- 
turers’ ability to make and deliver 
shoes. The coming of Easter on April 
25 influenced the selection of early dates 
in January. 

To conserve gas, tires, and time in 
traveling, Philadelphia was selected 
for the convention city, since it is the 
most centrally located and easiest of 
access in the M.A.S.R.A. territory. 
The Benjamin Franklin Hotel was 
again selected for the show. 

As in previous years, the official 
opening day for the 29th Annual 
M.A.S.R.A. shoe show will be Sunday, 
January 10. The entire day is desig- 
nated as Inspection Day, and retailers 
and shoe buyers will be requested to 
call on as many exhibits as possible. 
The business session of the convention 
will be held on Monday, January 11. 
The selection of activities for Tuesday, 
also the details of the educational pro- 
gram for Monday and the luncheon 
meeting were left for action at a later 
meeting. 

Cal J. Mensch, secretary and manag- 
ing director of the show, stated that he 
was unusually well pleased with the 
result of the meeting; the enthusiasm 
evidenced plus the interest and spirit 
of cooperation with the rulings of gov- 
ernment agencies, displayed at the 
meeting. He is confident that the en- 
tire committee and all branches of 
the shoe and leather industry, will co- 
operate to the fullest extent in the 
war effort; and in promoting the suc- 
cess of the 29th Annual Show. 


SATURDAY e 
MAY 16, 1942 * 


March Production Up 
12 Per Cent 


PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 



































+ F 


eielfleia 


f 














WASHINGTON, D. C.—Production of 
boots, shoes and slippers other than 
rubber for March, 1942, amounted to 
44,815,264 pairs, according to a re- 
lease by the Department of Commerce, 
Bureau of the Census. This figure 
showed an increase of 12 per cent over 
February production and an increase of 
3.9 per cent over production in March, 
1941. Of this production, 2,846,678 
pairs of government shoes, both dress 
and work types, were made in March, 
an increase fromethe 2,336,015 pairs 
produced in February and also over 
the 1,157,728 pairs produced in March, 
1941... The production of government 
shoes for the first three months of this 
year was 7,A05,743, 118.5 per cent 
higher than the figure for the same 
period in 1941. 

Men’s dress and work shoe produc- 
tion in March totaled 9,612,294 pairs, 

[TURN TO PAGE 39, PLEASE] 


35 





To Draw Up Selling Code 


RICHMOND, VAa.—At a meeting held 
recently by the Richmond Better Busi- 
ness Bureau, local wholesale and retail 
shoe dealers agreed to draw up a code 
covering standards of advertising and 
selling practices made necessary as a 
result of rapidly changing conditions in 
the shoe industry. 

The bureau urged the dealers to 
adopt a uniform policy covering the 
making of refunds after merchandise 
had been taken from the stores, and to 
use a code nfark in shoes at the time 
of sale in order to assist the bureau 
in investigation of complaints regard- 
ing statements consumers claim are 
made when shoes are fitted. 

Trade name piracy came in for con- 
siderable discussion when it- was 
charged that discontinued models and 
old stocks of shoes bearing nationally 
advertised brands are being sold in a 
deceptive manner. 


Open Jarman Department 


Santa ANA, CALIF.—A Jarman shoe 
department has been opened in the re- 
cently remodeled Brooks Clothing Co. 
store. M. C. Goodrich is the manager, 
coming here from the Los Angeles store. 
According to V. A. Jefferies, divisional 
Jarman manager for this section, the 
opening business was heavy on military 
types, due to the close proximity of 
both Moffet Field and the Army base 
flying field. However, street and sports 
types for civilian wear accounted for a 
most satisfactory trade. 


THANK YOU, 
MR. LANGSTON 


The Editor of BOOT AND SHOE RE- 
CORDER is deeply grateful for the 
following generous letter from the exec- 
utive vice-president of the National Shoe 
Retailers Association, received on Tues- 
day of this week: 


Mr. Arthur D. Anderson, Editor 
Boot and Shoe Recorder 

100 East 42nd Street 

New York, N. Y. 


Dear Andy: 

On behalf of the Offices and Directors 
of the National Shoe Retaliers Associa- 
tion | want to express fo you our very 
great appreciation for the manner in 
which the Boot and Shoe Recorder hes 
co-operated in passing on to the Shoe 
Industry the information developed a? 
our special meeting with Dr. Fainsod on 
Sunday, May 3rd. 

The follow-through by the Boot and 
Shoe Recorder in giving complete details 
of that meeting will, | am sure, meet 
with the greatest appreciation on the 
part of your readers throughout the 
United States. | regard it as one of the 
most extraordinary services that the 
Recorder has rendered the Industry, and 
! want to commend you and your asso- 
ciates for this evidence of your desire 
to serve the Shoe Industry. 

Again my sincere thanks, and with 
warm personal regards, | am 

Most sincerely yours, 
(Signed) L. E. Langston 
Executive Vice-President 


It is a pleasure to co-operate with the 
National Shoe Retailers Association in 
service to the nation and to the shoe 
merchants and shoe industry of America. 





Window Features “Spring Rain” Pastels 


Memphis, Tenn.—This window by Wexner Brothers at Levy's Store, here, tied up 

the shoe department with a promotion of “Spring Rain,” a perfume featured by the 

store. The window was done in soft pastels, and the umbrella and Spring flowers 

provided a timely, appropriate atmosphere. Shoes in pastel shades, with bags to 
; match 


. were shown. 
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George H. Harris 

RocHEstTErR, N. Y.—George H. Harris, 
72, secretary of the W. B. Coon Com- 
pany for 16 years until his resignation 
a month ago and also secretary of the 
J, G. Menihan Corporation, died at his 
home at Harwood Farms, near here, 
recently. , 

Mr. Harris was a widely known cor- 
poration lawyer and a member of the 
law firm of Werner, Harris & Tew. He 
was elected secretary of the W. B. Coon 
Company in 1926. He continued as 
secretary of the firm until a month ago 
when he gave up its active duties and 
he had since been confined to his home. 
Robert Tew, a member of his law firm, 
was named secretary to succeed him. 

For a number of years Mr. Harris 
had been advisor to the J. G. Menihan 
Corporation. He had an extensive ac- 
quaintance among shoe men throughout 
the country and was active in several 
clubs. 

Mr. Harris graduated from the Uni- 
versity of Rochester in 1892 and after 
studying law arid his admission to the 
bar began practice. He specialized in 
corporation law and became recognized 
as one of its leading authorities. 

He leaves his widow, Constance M. 
Harris; four sons, Wayne, George, 
Duncan and Donald Harris; two daugh- 
ters, Miss Constance M. Harris and 
Mrs. Adair Schottman; a brother, 
Charles Harris, and two sisters, Mrs. 
L. Wayne Baumer and Mrs. Mary K. 
Beach. 

The funeral was held from his home. 


Army and Navy Buy 
Shoe Stocks 


SAN FRANCISCO, CaL.—Army officers 
have purchased all tennis shoes in stock 
of one group of shoe stores for ship- 
ment to a defense center, possibly for 
use of airplane workers. They also © 
bought all available 16-inch boots for 
shipment to Alaska. The Navy has 
also purchased from the same stores 
3000 pairs of heavy shoes taken from 
existing stocks. 


Retail Sales Ahead of Last Year 


Woonsocket, R. I.—Retail shoe sales 
are running from 10 to 25 per cent 
adhead of last year, according to a sur- 
vey of several local stores. This is an 
encouraging report in view of the fact 
that this city suffered severely during 
the depression. 

Emil J. Gagne, manager of Roy’s 
Economy Store, reports business 26 per 
cent ahead of last year for the period 
extending from Nov. 1 to May 1. This 
store’s fiscal year ends Oct. 31. 

Amos Steiner, manager of the Mod- 
ern Shoe Store, finds business about 10 
per cent better. A. E. Mongeau, pro- 
prietor of Mongeau’s Shoe Store, finds 


_ business much better than last year. 
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Expect Allocations of Hides 
And Calfskins 


[CONTINUED FROM PAGE 32] 


tion of shoes and other leather goods in 1941, and thus 
far in 1942, has brought national inventories to a high 
level. Mr. Glass concluded by pointing out that, in spite 
of the supply problems which may develop in the future, 
consumer needs will be satisfied for a long time to come, 
and “the shoe standard of living in the United States” 
will remain far higher than in any other country in 
the world. 

There was a discussion at the opening session Thurs- 
day, in which E. L. Drew and A. J. Spring, both of the 
War Production Board, participated. Round table and 
group meetings were held Thursday afternoon, and 
there were a number of round table sessions, in addi- 
tion to the luncheon meeting Friday. 

Opinions that an alleged “black market” in hides 
would be extended to leather within six months, unless 
the government makes stringent efforts to remedy the 
situation, were voiced Friday at a round-table discus- 
sion on price ceilings. 

John H. Patterson, chief of the hide and leather sec- 
tion of the Office of Price Administration, was a speaker 
and heard expressions of dissatisfaction from the tan- 
ners on the enforcement to date of price ceilings. Tan- 
ners cited instances in which the hide sellers refused to 
take business at ceiling levels unless a specified amount 
of cash changed hands. 

The new over-all price ceilings, bringing under con- 
trol for the first time certain previously exempt leathers, 
such as chamois and reptile, have posed new problems 
for tanners, it was explained. 

Purchases of foreign hides were complicated by the 
March price ceiling, one tanner pointed out. He wanted 
to know how he could make sure he was not violating 
the ceiling on goatskins, for éxample, since most of 
these purchases are consummated by negotiations with 
sellers in foreign markets and neither the OPA nor he 
could check the seller’s statement as to what his March 
ceiling price was. . 

Mr. Patterson answered ies until the issuance of 
price order M-63, expected soon, the tanners should be 
guided by their own knowledge of March prices paid 
by the market here. 

OPA is not handling all imported commodities in 
the same manner, Mr. Patterson said in answer to a 
question as to why tanners were not permitted to add 
marine insurance costs on “frustrated shipments,” de- 
scribed as shipments interned in ports or held up for 
various war reasons. Recently the OPA permitted such 
charging in cases of coffee, tea and spices. Importers 
of hides and skins are not allowed to do so. 

George C. Orrick, priorities specialist of the leather 
and shoe section of the OPA, outlined the procedure 
that tanners must follow in obtaining preference rat- 
ings. At the luncheon meeting T. R. Ybarra, author 
and correspondent, discussed South America. 
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to marry his MATRIX shoes 


Depend on this: once you let a man in on 
the ease of “Your Footprint in Leather,” he’s 
wedded to them for life! Scudies prove 91% 


‘ of Matrix customers become “regulars.” 


Right now, when it’s easy to trade up cus- 
tomers to better shoes, let Matrix help make 
new customers permanent customers. Let us 
send you the Matrix metchandising plan for 
getting and holding better shoe business. 


MATRIX SHOES FOR MEN 


The House of Heywood, 70 Winter Street, Worcester, Mass. 
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Faulkner Injured in 
Accident 


LYNCHBURG, Va.—John A. Faulkner, 
president of Craddock-Terry Shoe Cor- 
poration, was seriously injured when 
his car was struck by a truck near 
here, recently. Mr. Faulkner suffered 
rib fractures, cuts and bruises. His 
wife, who was with him, was injured 
less seriously. 
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N.S.R.A. to Sponsor 
Trade Meetings 


New York—The board of directors 
of the National Shoe Retailers’ Asso- 
ciation has adopted a proposal made by 
L. E. Langston, executive vice-presi- 
dent, to hold trade meetings in New 
York at the time of the future seasonal 
openings. At these meetings, leading 
problems confronting the trade will be 
discussed. 

This proposal followed the enthusi- 
astic reception of the meeting held re- 
cently at the Waldorf-Astoria, which 
was sponsored by the N.S.R.A., at which 
questions arising from the price freez- 
ing order were discussed and at which 
Dr. Merle Fainsod of OPA interpreted 
the price ceilings. At previous seasonal 
openings, there has been no centrally 
planned program since the break-up of 
the Shoe Fashion Guild. 

It is expected that there will be a 
meeting of this sort in New York in 
May, 1943, when members of the indus- 
try gather at the openings for Fall, 
1943. 


Appointed Eastern 


‘Sales Manager 


BROOKLYN, N. Y.—Benjamin Haimes, 
formerly associated with Foot Saver 
Shoe Company, New York, has been ap- 
pointed Eastern sales manager for Tull 


BENJAMIN HAIMES 


Footwear, Inc., manufacturers of cus- 
tom made slippers and sandals. Pre- 
vious to his association with the Foot 
Saver organization, Mr. Haimes was 
connected with Kerr & Weissblatt, man- 
ufacturers of women’s shoes, in the 
capacity of sales manager; he also was 
an executive with Wildfeuer Brothers, 
a former retail chain. 


Victory Window Display 

SAN FRANCisco, CaL.—Feltman & 
Curme, 801 Market Street, recently de- 
voted their corner window to an attrac- 
tive victory trim display, featuring 
large V signs made of red, white and 
blue ribbons, interspersed .among the 
shoes. 





PROVEN by PAIRAGE 


(Thick Platform) 
B4708—-W HITE KID 
B5098—-W HITE SUEDE .. 
B4714—WHITE LINEN 
B5084— RE 


Oe eaten 2 
B4722—PA +L ATHER. 85 
778 tours HEEL—S & MM WIDTHS 
B4709—-W HITE ay: $2.75 
othe gL 
ER $2.85 
16/8 CUBAN HEEL—S & M WIDTHS 


SEND FOR COMPLETE CATALOG 


HANNAHSONS 


HAVERHILL, MASSACHUSETTS 














Propose Change of Dates 
For Michigan Fair 


Detroit, MicH.—The projected major 
shift of dates for the Michigan Retail 
Shoe Dealers’ annual convention and 
Shoe Fair, sponsored jointly with the 
Michigan Shoe Travelers’ Club, is being 
canvassed here, following the change 
of dates for the National Shoe Fair. 
Michigan has for many years held its © 
convention directly after the national 
convention, and has frequently drawn 
a large attendance of shoe men return- 
ing from Chicago. The present plan is 
to move the dates up to Nov. 8-10, to 
follow right after the Chicago Fair, 
instead of the second week of January 
as now scheduled. Plan is being sub- 
mitted to a referendum vote by Mich- 
igan shoemen for determination. 


Government Speakers 
Scheduled for Meeting 


BuFFALo, N. Y.—A meeting of the 
Greater Buffalo Shoe Retailers’ Asso- 
ciation will be held shortly at which 
Assemblyman Harold B. Ehrlich and 
Senator Walter Mahoney are scheduled 
to give a talk about the New York Fair 
Trade Practice Bill, now before Gover- 
nor Lehman for his signature. 

In addition, a speaker from the fed- 
eral government will explain price ceil- 
ings as they affect the shoe business. 
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March Production Up 
[CONTINUED FROM PAGE 35] 


an increase fronr the February figure 
of 9,367,606 and from the 9,530,725 
pairs produced in March a year ago. 
The 28,850,439 pairs produced in the 
January through March period repre- 
sented an increase of 4.6 per cent over 
the amount produced in this period last 
year. 

Production of youths’ and boys’ shoes 
amounted in March to 1,510,386 pairs, 
an increase over the February figure 
of 1,409,640 pairs and over the 1,461,- 
000 pairs produced in March, 1941. 
January to March production of these 
shoes amounted to 4,313,290 pairs, 5.7 
per cent higher than the figure for the 
corresponding period a year ago. 

Production of women’s shoes rose in 
March to 17.870,486 pairs from 15,307,- 
890 pairs produced in February, but 
dropped from 18,166,730 pairs produced 
in March last year. The production of 
these shoes for the first three months of 
1942 was 48,639,307, a drop of 0.6 per 
cent from January through March pro- 
duction in 1941. 

Misses’ and children’s shoe produc- 
tion in March amounted to 3,759,604, a 
little higher than the 3,659,140 pairs 
which were produced in February, but 
lower than the 4,233,688 pairs which 
were produced in March, 1941. A drop 
of 7.4 per cent from the production in 
the period January. through March, 
1941, was represented by the 1942 fig- 
ure of 11,224,219 pairs. 

Production of infants’ shoes reached 
2,340,015 pairs in March, an increase 
from the 2,029,296 pairs produced in 
February, and slightly larger than the 
2,336,100 pairs which were produced in 
March a year ago. The first three 
months of this year saw a total produc- 
tion of these shoes of 6,514,989 pairs, 
1,0 per cent lower than the figure for 
January through March of 1941. 


E. E. Taylor Opens 
New York Sales Office 


New York—The E. E. Taylor Corpo- 
ration, of Boston, manufacturers of 
men’s shoes, has recently opened a new 
sales office and showroom in the May- 
bridge Building, here. This is the first 
time that the firm has maintained a 
sales office in this city, previously show- 
ing its new lines at hotels. 

The new offices will be in charge of 
Sam Klein, who has represented the 
E. E. Taylor Corp. for the past seven 
years, traveling from Bridgeport, Conn., 
as far South as Virginia. Associated 
with Mr. Klein is Lester Shiebel who 
has been with the firm for the past 
two years, covering Brooklyn and Long 
Island. 

The new offices are furnished in new, 
up-to-the-minute fixtures, and the com- 
plete Taylor lines will be on display at 
all times. 
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Program Adopted for 
Iowa Shoe Fair 


Des Moines, Ia.—Extensive plans 
have been made to make the Greater 
Iowa Fall Shoe Fair the largest annual 
shoe show of the Iowa Travelers, it is 
announced by Dick Fleckinger, pro- 
gram chairman. Between 65 to 70 shoe 
lines are expected to be on display at 
the show which will be held at Hotel 
Chamberlain, May 17, 18 and 19, and 
early reports anticipate an attendance 
of 500 merchants from over the state. 

The salesmen will hold a stag party 
on the Saturday night preceding the 
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Fair at the Hotel Chamberlain. On the 
evening of Sunday, May 17, a Smorgas- 
bord will be held at the hotel for all 
buyers and their wives, as a courtesy 
of the Iowa Shoe Travelers. 

On Monday noon, the Iowa Shoe Re- 
tailers Association have invited buyers 
to a luncheon at the Hotel Chamber- 
lain, while the visiting wives will be 
guests of the Des Moines Convention 
Bureau at a luncheon and style show 
at Younker’s. 

The Travelers have voted that all 
members called away for war service 
will remain on the membership list for 
the duration. 
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Milwaukee Shoe Sales Hold Level 





Stores Report Good Business on Novelty Types as Well as 
Staples. High Colors Featured Along With More Con- 


servative Types 


MILWAUKEE, Wis.—Although tapered 
off from the pre-Easter pace, shoe busi- 
ness here is continuing at a satisfactory 
tempo, according to local dealers. Ga- 
bardine and patent are strong for con- 
servative styles, calf is good for walk- 
ing shoes and sports, while green and 
red reptiles are making a strong stand. 

Gimbel’s recently stirred up consider- 
able interest in red footwear with the 
story of the young woman who lived 
in a red shoe. The shoes she lived in 
included a suede ankle-strap for her 
dinner dress, a calf moccasin for her 
tweed suit, a kidskin sandal for her 
prints, a laced ballet slipper for her 
afternoon dress, and an unlined calf 
moccasin for her playclothes, all in red. 

Smartwear Emma Lange, Inc., has 
been suggesting “garnish with parsley 
fresh green accessory color.” Styles 
which have caught on as being “grand 
with beige, red, grey, yellow, navy and 
other colors” include calf sling pumps, 
suedes with nailhead bows, alligator 
grain on calf ties and open toe and heel 
sandals. The shop has been promoting 
these with bags to match with good 
results. 

“Just a softie” is the manner in 
which the Peacock Shoe Shop describes 
its “whisper-weight calfskins, in styles 
capricious and conniving to flatter your 
feet.” In addition to enjoying brisk 
sales in a variety of calf combinations, 
the store is also featuring white buck, 
reptiles, patent leather and gabardine 
styles and combinations with good re- 
sults. 

“Light as a breeze and flexible as a 
feather” is the description Brouwer’s 
give to a new open toed style of casuals 
in rose beige alligators. Pumps with 
white buck vamp and turftan trim, 
wheat linen vamp with turftan trim, 
black suede vamp with white trim or 


brown suede with white trim have been 
meeting a nice reception here. 

The Grand recently announced that 
“fashion’s ‘Victory Garden’ grows 
wheat’n tan linens” and reported good 
response to its featured open-air pumps 
in screen mesh, bow-toed pumps with 
walking heels, lattice-toe high instep 
pumps and bump-toe high heel suit 
pumps. 

Emphasis is placed by many retailers 
on comfortable footwear to help women 
carry on their increased activity. Boll’s 
Shoes has been featuring walking types 
in white or brown alligator trim and in 
black to help the fair sex to “carry , 
on.” Walk-Over recently offered a soft 
kid shoe as a-style for smart career 
women. 

The military motif is apparent in 
bootmaker bridle calf pumps featured 
by Jos. A. Schumacher. They are de- 
scribed as being “trim and smart as an 
officer’s uniform” and are proving par- 
ticularly effective in tan. 

A demand for sports footwear for 
men is beginning to make itself felt. 
In connection with a Sports and Vaca- 
tion Show in the Milwaukee Audito- 
rium recently Brouwer’s featured a 
display of footwear for hunting, fishing 
and other outdoor sports, while Gim- 
bel’s displayed sport shoes. Other re- 
tailers promoting men’s footwear in a 
special tabloid promoting the show in- 
cluded Caspari & Virmond, Inc., and 
Jos. A. Schumacher. 

For high school girls, the sale of 
street sandals of white calf with 
leather trim in brown and black and 
wedge heels has been brisk. Sport shoes | 
in tweedy cloth and Mexican huaraches 
have also been enjoying a good sale 
among the younger set, according to 
reports. 





Joyce Shows Line 
At Cocktail Party 


New York—“Footnotes to American 
Decoration” was the theme of a recent 
presentation of Fall house slippers, 
daytime and evening casuals by Joyce, 
Inc., of California at a cocktail party 
for stylists, designers and the fashion 
press. 

The runway showing was divided in- 
to five groups. “Bedroom Decor” con- 
sisted of nine styles of boudoir shoes, 
ranging from chenille scuffs to formal 
hostess sandal types in velvet, satin and 
bengaline. In “South American Influ- 
ence” seven casuals were featured in 
Peruana, a roughly sueded leather, fine 
calfskin and a fabric known as “Con- 
quistador Stripes.” A wide range of 
styles was represented. “20th Century 


American,” the third group, featured 
three wartime shoes .. . “Alert,” “Non- 
Stop” and “Double Quick.” These stur- 
dy practical ties in boxglove were a 
radical innovation in the line. Two 
suede shoes completed this group of 
“Contemporary” shoes. In “Pennsyl- 
vania Dutch” the decorative motifs of 
Pennsylvania Dutch homes were the 
chief inspiration of the gay painted 
trimmings on the shoes. Boxglove was 
the material used. In the fifth and final 
group the theme was “Chinese Modern.” 
Eleven styles repeated popular patterns 
used in other groups. T-straps and 
other sandal patterns and a formalized 
scuff pattern suggested the Chinese in- 
spiration in colors and painted motifs. 
Suede, kidskin and calf were the mate- 
rials used. The collection included a 
wide range of styles, materials and 
colors with timely promotional appeal. 
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Salesmen Carry New Fall Lines 


THIENSVILLE, Wis.—The Gilbert Shoe 
Co., have sent their salesmen their new 
line of Fall samples of “Kali-sten-iks” 
children’s shoes, and their “Madam- 
ettes” line for Senior Misses. A. P. Gil- 
bert said, “Because of today’s conditions 
we have eliminated many of the frills 
in patterns, but have retained the 
tailored effects. We feel that it is one 
of the most outstanding lines we have 
ever offered the trade, looks higher 
grade than ever before and has plenty 
of style and eye-appeal. Also, we have 
added several new features. And we 
are all set to give our distributors ex- 
cellent service.” 


In New Location 


PHILADELPHIA, Pa.—Joseph Goodrich, 
for the past ten years located in the 
Weightman Building at 1524 Chestnut 
Street, has moved to a new downstairs 
location at 129 South 16th Street. Mr. 
Goodrich is specializing in corrective 
shoes for men, women and children— 
orthopedic and dress shoes. His busi- 
ness has expanded so in the past few 
years that he felt the need of a ground 
floor location. 

Before entering business for himself, 
he was manager of the Dr. Kahler Shoe 
Store for ten years at 1020 Chestnut 
Street. 
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Our Patented Built-in Filler 
gives more Wear, where the 
real wear comes. We advise 
our customers to concén- 
trate on this PATENTED 
SOLE for the duration. 
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GILASH SHOE C 


FITCHBURG, MASS. 








Boston, Mass.—A special meeting of the executive committee of Compo Shoe 
Machinery Corporation was held recently in the main office, 150 Causeway St., 
to discuss the results of the first quarter's operations and to formulate plans for 
the remainder of the year. The committee inspected the company's plant and dis- 
cussed plans for expanding the production of war materials. The company's 
machine development program, looking forward to the post-war period, was also 
reviewed. Standing, left to right: Arien G. Swiger, Swiger, Chambers & Kelley; 
M. G. Stratton, secretary-treasurer, Compo Shoe Machinery Corp.; Leo P. Nemrek, 
vice-president, Compo Shoe Machinery Corp.; Hamilton Pell, chairman of the board, 
Compo Shoe Machinery Corp.; William $. Anderson, president, Shoe Press Corp.; 
and Leonard A. Watson, Watson, Bristol, Johnson & Leavenworth. Seated: William 
H. Bresnahen, president, Compo Shoe Machinery Corp. 
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Women's Shoes 
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QUALITY 
WOMEN'S SHOE JOBS 


FROM 
AMERICA’S FINEST FACTORIES 


BARIS SHOE CO., INC. 
79-81 Reade St., New York €ity 
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Carton Labels 


AOE 6 OF FP PEP Ee ee 


Ov: R 40 YELM ExPEMENCE 
Ouginating and Arotucimg 

S HOE CARTON LABELS 
TOLMAN- DAVIDSON 


IVERTISING PRES: 
BROCKTON, MASS. 
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Bowling Shoes 
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ARNOFP SHOE CO., INC., 101 Duane St.,N.Y.C. 








Production Steady in 
New England States 


Boston, Mass.—In March, 1942, the 
three New England shoe states pro- 
duced 16,181,873 pairs, it was an- 
nounced recently by the New England 
Shoe and Leather Association. This 


was a decrease from the figures of 
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Early Fall Styles Show War Influence 





Ingenuity of Manufacturers Assures Shoes with Plenty of 
Interest which Comply with Government Regulations 


New York—Price ceilings and other 
wartime restrictions were, in general, 
too recent to be very strongly reflected 
in the first Fall styles displayed re- 
cently at the New York showings. The 
total number of samples was smaller 
than usual, however, and an infinite 
variety of treatments on a _ limited 
number of basic shells was the rule. 
Even in these treatments the influence 
of war restrictions showed itself. 
Leather slides or wooden or plastic 
buckles appeared in some lines to re- 
place metal. There were still plenty 
of nailheads but these cannot be re- 
placed by a manufacturer once his sup- 
ply has been used up. Scraps of sole 
leather cut to look like nailheads was 
the idea of one house. Sole leather 
was used by the same manufacturer 
for decorative buckles and buttons. A 
few manufacturers had already obeyed 
the ruling “no more breasted heels.” 
Others were showing fabric covered 
heels or plastic heels in place of match- 
ing leather covered heels. Leather 
loops were used decoratively to replace 
brass eyelets. All the ghillie types, of 
course, have long been .made with 
leather loops to replace brass hooks. 
One shoe, shown as the ideal wartime 
shoe, used no rubber and no metal. Its 
base was sampled in about 17 varia- 
tions, none of which was extravagant 
in its use of leather or labor. This 
same manufacturer showed welt soles 
stitched aloft as the new wartime econ- 
omy. 

Ingenuity appeared in even the seem- 
ingly least war-conscious lines. The 
basic pump shell looked like dozens 
of different shoes simply because of 
the variety of ornaments which had 
been worked out. Decorative stitching, 
also, did much to give variety to car- 
ried-over patterns. In tailored shoes, 
both oxfords and pumps were well rep- 
resented, chiefly in smooth and polished 
leathers. Tan was, of course, the num- 
ber one color with growing demand for 
black. Antiquing and bootmaker pol- 
ish continued extremely important. 


Blucher oxfords and moccasin vamps 
were two of the leading ideas. In 
tailored oxfords the service type was 
an important group. Walled lasts con- 
tinued to be the rule on both tailored 
oxfords and pumps. The ghillie con- 
tinued to have wide acceptance on the 
square toe, but more ghillies were also 
seen on round walls: Some seamless 
oxfords were seen, but restrictions on 
upper leather may do away with them. 

The moccasin vamp was a leading 
style treatment in lower heel casual 
types, often unlined. Casuals in sturdy 
leathers on platform soles with wedge 
heels were an important part of the 
practical working and service group. 

Growing out of the vogue for play 
and casual types was the group for 
informal evening entertainment at 
home. These shoes differed from the 
daytime casual and play shoes chiefly 
in the materials used to make them. 
Fine suede, metallic kidskins, even 
brocade and satin, made them real 
party shoes. Their platform soles and 
low wedge, or semi-wedge, heels give 
them the play shoe look, just right. for 
hostess pajama costumes or dinner 
slacks. Some attractive ballet laced 
shoes were included in this group. 

Dressier oxfords promise to be im- 
portant also. This is natural, if elas- 
ticized adjustments are to be out of 
the picture. The jodhpur line, too, in 
two-eyelet ties is being shown in great- 
er quantity and may take the place of 
the buckled shoe. 

Suedes are considered important as 
usual for early selling in dressy types. 
Black was still the leader. Smooth and 
polished calfskin was stronger than 
ever in tailored shoes. Crushed leathers 
continued to take an important slice 
of business, especially in smart low 
heel tailored shoes: Reptiles—rea] and 
simulated alligators, ostrich, etc.— 
should be big for Fall. Snake for all- 
over shoes and as trimming was a 
popular leather. Developments in the 
war situation will largely determine 
what leathers and fabrics will be used. 





March, 1941, of less than one per cent. 
The output of Massachusetts factories 
increased one per cent. Maine de- 
creased 13 per cent. New Hampshire 
increased seven per cent. 

“Massachusetts,” says the statement, 
“led all shoe states in production in 
March. with a total of 8,630,026 pairs, 
followed by New York with an output 
of 7,370,250 pairs. 

“For the three months’ period, Jan- 
uary-March, the New England shoe 
states produced 44,141,418 pairs, an 
increase of 2 per cent over the same 
period a year ago. Massachusetts’ 
shoe output was 5 per cent greater dur- 


ing this period and New Hampshire 
showed a gain of 3 per cent, while 
Maine’s output dropped 8 per cent 
during this period. 

“The Massachusetts shoe industry 
employed approximately 42,500 work- 
ers during March and the average 
amount of total weekly wages paid 
them amounted to $927,490, according 
to the Association’s analysis of the in- 
dices of the Massachusetts Department 
of Labor and Industries. This rep- 
resented a decrease of 6 per cent in 
employment and an increase of 12 per 
cent in payrolls over the same month 
last year.” 
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MOCCASINS 


BEAT THIS VALUE! 


* Genuine Leather Uppers 
Brown Panco Orthopedic Soles 
Rawhide Laces 
Raised Moccasin Toes 
Rolled Collars 


18 STYLES IN STOCK 
IMMEDIATE DELIVERY 


Send For Catalog—Asco Athletic Footweer 

















Midwest Travelers 
Meet in Lincoln 


LINCOLN, NEB.—The Midwestern Shoe 
Travelers’ Association, whose member- 
ship is made up of shoe travelers in 
Nebraska, Kansas and South Dakota, 
held its first semi-annual convention at 
the Cornhusker Hotel here recently. 
The meeting was topped off by a lunch- 
eon Monday which was attended by 
about 300 shoe dealers. 

A large number of shoe merchants 
came to Lincoln to choose their Fall 
selections with the result that the shoe 
travelers in attendance report buying 
in all types of Fall footwear far in ex- 
cess of anything experienced this early 
in previous years. Old time shoe travel- 
ers believe this unusual selling to be 
due partly to the excellent crop pros- 
pects in the Midwest and partly to the 
belief by merchants that they may not 
be able to get delivery later on because 
of government priorities on leather. 

Another factor reported to have af- 
fected the buying is the certainty that 
the merchant will not have such fre- 
quent opportunities to see the various 
lines because the traveling salesmen 
are already curtailing the frequency of 
calls by automobile. Jack Clark, secre- 
tary-treasurer of the regional group 
and president of the national associa- 
tion, announced that plans were being 
made to hold another showing in Lin- 
coln just prior to the national meeting 
the first week in November. 

In women’s shoes, black and brown 
suede with some fancy, heavy cord 
stitching, were staples. Tan and black 
polished calf were in demand, Gabar- 
dine was in the picture in black and 
brown, while the buyers were taking 
all the green suede pumps available. 

Pumps shown were mostly fancy bows 
in rows and similar decorations. Many 
military types were shown in walking 
shoes, both in ties and side buckles. 
Open heels were shown and sold freely, 
while the open toe was so much in evi- 
dence as to rank practically as a staple. 

Fancy play shoes were much in de- 
mand and a good supply was shown in 
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The Arnoff Shoe Company, Inc., 101 Duane St., N. Y. C. 


black, brown and blue, with contrasting 
platforms and wedge heels in red, beige 
and green. Sandals and moccasins 
were popular types. 

Black, brown and blue were the sta- 
ples, while colors like green and wine 
were less frequent. Alligator trims 
were well accepted. 

Tobacco brown accounted for about 
85 percent of the men’s shoes, and 
heavy type brogues predominated. Mili- 
tary types in both lace and buckle ox- 
fords were freely shown, and toes were 
noticeably wider than a year ago. Mr. 
Clark, veteran shoe traveler, pointed 
out that the style trend in men’s shoes 
just about parallels that of the first 
world war. 


OPA to Issue 
Supplementary Regulations 


MILWAUKEE, Wis. — Ear! Perloff, 
Washington, OPA division chief, in an 
address before local retailers, including 
shoe merchants, at a meeting spon- 
sored by the retail division of the Mil- 
waukee Association of Commerce, re- 
cently asserted that the OPA will soon 
issue regulations supplementing the 
original price freezing order so as to 
prevent a price “squeeze” on retailers 
and wholesalers and to eliminate hard- 
ships. 

Mr. Perloff said that if necessary, 
the OPA will pay subsidies to manu- 
facturers to prevent them from suffer- 
ing losses. The speaker assured his 
listeners that OPA officials had con- 
sidered retailers’ price problems in 
drafting the original order and that the 
new order will “roll back the squeeze” 
fairly for every one. 

Before subsidies are paid, the OPA 
will make sure that retailers and 
wholesalers had effected all possible 


economies, such as cutting down de-. 


liveries and eliminating “frills,” Mr. 
Perloff explained. 

Milwaukee retailers and credit men 
took in their stride the news of the new 
federal restrictidns on credit and in- 


stallment buying. 


Fred S. Krieger, manager of the 
Association of Commerce credit bureau, 
termed the restrictions reasonable, al- 
though he predicted that they would 
work some hardship on both consumer 
and retailer. 


Get Your Freedom Week 
Program Under Way 


[CONTINUED FROM PAGE 23] 


paper a month can be used for ammu- 
nition containers. 

Thursday—U.S.0. Day—This can be 
made the local last-minute effort in the 
Nation-wide U.S.0. drive for war 
funds. It may also be a good idea to 
hold a soldiers’ and sailors’ relief car- 
nival throughout the evenings of this 
week. Uniformed groups should be 
available for this day’s parade. And 
what about a marching group of local 
hostesses at U.S.O.? 

Friday is War Bond Day—with the 
slogan, Buy a Bond for Freedom. One 
of the posters by Kelly-Read Company, 
Rochester, depicts the Statue of Lib- 
erty with her torch arm dropped, her 
head bowed and her wrists manacled 
with a long chain. Across the face of 
the poster one word “NEVER.” An- 
other good ad had the swastika with 
chains and shackles on one side and 
bonds on the other with the caption: 
“Choose your bonds”—a good float idea. 

We also suggested that the FREE- 
DOM WEEK windows in the stores be 
judged during the week and awards 
announced on Friday. In addition, 
there will be a Freedom Week window 
contest for Boor AND SHOE RECORDER 
subscribers—prizes to be announced at 
a later date. 

Saturday—Independence Day will be 
the grand climax of the whole FREE- 
DOM WEEK—try and make it a real 
cld-fashioned Fourth (minus the fire- 
crackers) with speeches, parade, bands 
and all the excitement you’ve had all 
week, PLUS. And be sure your speak- 
ers are men who can deliver an honest- 
to-goodness FIGHTING TALK. 


43 











POSITION WANTED 


HOTELS 


WANTED TO PURCHASE 





YOUNG MAN WITH 13 YEARS’ EXPERI- 

ENCE as Production Man in Ladies’ Shoe 
Trade, familiar with all operations. References. 
Address #531, care Boot & Shoe ‘Recorder, 100 
East 42nd Street, New York, N. Y. 





SHOE BUYER, Merchandiser, Manager, Pro- 

moter, 15 years’ experience leading Depart- 
ment, Chain, Specialty Stores. Impressive back- 
ground. Bought all Lines and Grades; Draft 
exempt. Anywhere. Address #530, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 





; HOE BUYER AND MANAGER with eighteen 

years’ experience. Address #532, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y 





S ALESMAN, thoroughly versed in the shoe 

business desires connection as Manager and 
Buyer of Men’s, Women’s, and Children’s Shoes. 
Address #534, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





FOR SALE 


For SALE: Good Opportunity; Orthopedic 

Shoe Store in city of Two Hundred Thousand 
population, located in Connecticut in Center of 
Orthopedic Business Area; leaving for Army; 
all staple merchandise; Ten th d names on 
mailing list; Men's, Women’s, Children’s shoes. 
Will sell at reasonable figure. Address #529, 
100 East 42nd 








care Boot & Shoe Recorder, 
Street, New York, N. Y. 





OR SALE: High Grade Cancellation Shoe 
Siore; good location in the vicinity of New 
York; profitable proposition; good terms; stock 
optional. Address #528, care Boot & Shoe 
a 100 East 42nd Street, New York, 





OR SALE: Successful going Men’s, Women’s 

and Children’s medium and high grade Shoe 
Store in Central Ohio; 48,000 rural and in- 
dustrial population; on the Square location; 
New front; good lease; Inventory $15,000. Ad- 
dress #527, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





AMILY SHOE STORE, excellent location in 

best city of 70,000 population in Middle West. 
Address #526, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 





OR SALE: New -Up-to-date Shoe Store Par- 
lor Front, stock in rear; low rental; all ad- 
vertised brands; 100% location on Long Island. 
New. fixtures, new stock; other interest takes 
up my time, Address #533, care Boot & Shoe 
sa 100 East 42nd Street, New York, 








HOTEL ATLANTIC 


A convenient downtown hotel with 
reasonable rates from $2.25 up. 


CLARK NEAR JACKSON 























Oppenheim Explains Need 
Of Price Control 


[CONTINUED FROM PAGE 33] 


means the highest price which seller 
charged for the commodity delivered 
during that month to a purchaser of 
the same general class. If no such 
delivery was made, the highest offered 
price for delivery during that month 
shall be the maximum. If no charge or 
offering was made for the same com- 
modity, the maximum price shall be the 
price for a similar commodity produced 
which is most nearly like it. 

“The order does not freeze styles but 
it does freeze prices. The intent of the 
order wil! be violated if manufacturers 
change their styles in order to depre- 
ciate the quality of the product and 
thus increase their margins. The in- 
tent of the order will not be violated if 
you simplify and pass the savings. We 
cannot see to it that you get the same 
materials that you have been ac- 
customed to using if shortages make 
this impossible. But you should not 
attempt to increase your prices to com- 
pensate for decreased production. Your 
customer’s prices are also frozen and 
he cannot raise his prices. He may 


SHOE STORES WANTED 








For Entire Stocks or Surplus Merchan- 
dise. This is a good time to dispose of 
them. We can use any quantity and 
pay the highest prices. 
CAMITTA SHOE COMPANY 
120 N. Fourth St., Philadelphia, Pa. 
Phone Lombard 2062 








BUYERS OF 
MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 
Branded cr umbranded. Generous prices. 

Write, wire or phone. 





BARSH CEASAR 
19 N. Fourth St. SeReteighta, Pa. 
Phone Market 1 








WE BUY 


Wholesale and 
Stocks. Also Branded Shoes such 
Waik-Over, . Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos 
tonians, Stetson, Red Oross, Nuna-Bush, Ete. 
IBVIN BUBIN 
“The House of Jobe’’ 

88 Reade St., Cor. Church 
Barclay 17-7887. New York Oity 


Entire or 


Phone 








SELL YOUR Searees STOCKS 


KIRSCH-BLACHER CO., INC. 
established 1915 


108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5378 

















have ordered quantities of shoes which 
he intended to mark at higher prices 
this Fall. He cannot do so. You may 
have intended to sell shoes at prices 
higher than the base period during the 
Fall season. You cannot do so without 
violating this regulation.” 








CLASSIFIED ADVERTISING RATES 

The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 

Classified advertising is payable in advance. 

s© Advertisements for this page must be in our New York Office on Friday of the week preceding publicction & 
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Future Shoe Fashions 


New YorK—At a recent talk given 
before the Laboratory Institute of 
Fashion Merchandising, Evelyn Ziniti 
Lipari, well-known designer of women’s 
shoes, presented her views on the new 
future of shoe fashions. She brought 
out the fact that women’s fashions re- 
flect the activities of their wearers, and 
hence it is to be expected that tailored 
and working types will become increas- 
ingly important. “There is no limita- 
tion on practical designing as such, nor 
is there any restriction on making the 
best use of what is available,” she said. 

In speaking of slack fashions, Miss 
Ziniti said: “Casual flat heel, comfort- 
able shoes are essential. These shoes 
are made of lined or unlined leathers, 
fabrics, etc., and sometimes feature 
platforms, wedges, or extension soles. 

“Tailored shoes . . . will be very im- 
portant in every heel height with par- 
ticular emphasis on lower heels.” Miss 
Ziniti enumerated tailored ties, tailored 
pumps, stepin types and monk types as 
the styles which would be important 
for wear with tailored fashions, and 
commented that “interesting lasts like 
walled toes, square and bump toes con- 
tribute to the smart simplicity of these 
types.” 

For dress-up or party wear, she men- 
tioned pumps, sandals and the ballet 
slipper as the shoe types which would 
see the most popularity, describing the 
pumps as “generally open toe and some- 
times open back (open toes eliminate 
toe boxes, open backs eliminate use of 
counters). Many of these dressy pumps 
feature pert bows or ornaments. The 
sandal is another flattering type for 
which little material is used.” 

Miss Ziniti finished her speech with 
the comment that “Many retailers are 
aiding in the program of conservation 
by installing repair departments. Em- 
phasis is also being placed on prolong- 
ing the use of merchandise.” 


Retail Business Good 


In San Francisco 


San FRANcisco, CAL. — Retail shoe 
stores in San Francisco and the Bay 
area report excellent business, and as 
yet no shortages in stocks have ap- 
peared. There have been a great many 
changes in personnel in some stores, 
because of men leaving for war work, 
and many older men are being called 
back to serve stores in which they have 
had experience. 

The larger stores catering particu- 
larly to women are wondering what 
will happen when their present stocks 
of- colored shoes are depleted, for in 
the opinion of one manager, colored 
shoes have done more than any one 
element to increase the number of shoe 
purchases by women. 

Department stores continue to give 
considerable space to shoe departments 
in advertisements, featuring new styles 
and sports models. 
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in defense ten 
emericas mode exchesives...tongh os the 
english themselves termed oot of really 
goed becther...00 yoo con rob thee with 
saddle coop, ad they grow better ond 
better with ope... 11.95 ond 19.95 











This advertisement by the Huggins or- 

ganization illustrates the type of mer- 

chandise which receives most attention 
from the new class of buyers. 


PASADENA, CAL.— There are three 
distinct changes in the shoe store op- 
eration which have taken place during 
the past few months, according to Ted 
Huggins of this city. Each change is 
caused by buying conditions which 
have been brought about by the war. 

Both the Huggins stores in Pasadena 
and on Wilshire Boulevard, Los An- 
geles, cater to well-to-do families, and 
charge accounts play an important fac- 
tor in the business. Previously, C.O.D.’s 
and lay-aways were negligible. Now 
there is an apparent strong buying 
power unleashed by folks, young wo- 
men especially, who previously never 
gave charge accounts a thought. They 
are the ones who are buying on the 
lay-away plan and are having goods 
sent home C.0.D. These girls re buying 
expensive merchandise and, to many, it 
is their first experience in purchasing 
better goods. This class of new quality 
buyers is most appreciative of good ma- 
terials and fine detailing. 

Huggins has done an outstanding 
job in the $6.50 to $8.50 grades of cas- 
ual shoes for women. Business on this 
type of merchandise is still good, but 
the new trade is mainly interested in 
the $12.95 and better shoes. 

“What a wide range of sizes this new 
trade requires!” exclaimed Mr. Hug- 
gins. “Not only has our fashion buying 
been changed, but our size buying has 
been completely revamped to meet the 
needs of our present large group of 
new patrons. 

“As to types,” he continued, “our 
business is completely changed from our 
long standing selections of light dainty 
fashion shoes to good substantial welts. 


These shoes retail from $11.95 to 
$12.95, so when a bag is thrown into 
the sale, a check of better than $20 
results. Returns are seldom made by 
these new customers.” 


California Convention 
Plans Completed 


SAN FRANCISO, CALIF.—The program 
for the 1942 convention of the Cali- 
fornia Shoe Retailers’ Association is 
completed. Frank H. Sloss, Chief Price 
Attorney for the Office of Price Admin- 
istration, will speak on “The General 
Maximum Price Regulations” at the 
luncheon meeting on Monday, May 25. 
Miss Tova L. Petersen, fashion and 
training director of The Emporium, will 
speak on the “Fashion and Training 
Program for 1942.” 

Following is the full program: 
Sunday, May 24—Registration in con- 

vention headquarters, St. Francis 

Hotel. Inspection of Fall footwear. 

Fashion displays. 

Monday, May 25— 

8:30 to Noon. Study and Purchase 

of Shoes. 

12:00 noon. Luncheon Meeting in 
Italian Room. Chairman of the 
Day, Herbert Sommer. President’s 
Message: Carol Wills. Miss Tova 
L. Petersen, on “Selling Shoes”— 
the Fashion and Training Program 
for 1942. 

Frank H. Sloss, Chief Price Attorney, 
Office of Price Administrator, on 
“The General Maximum Price 
Regulations,” 

Tuesday, May 26— 

8:30 to Noon. Inspection of Displays 
and Purchases. 

12.00 Noon. Retailers’ Round Table 
Luncheon. Italian Room. Charles 
Kushins, Chairman. Directors’ 
meeting and election of officers. 

8:00 P. M. Annual Banquet and 
Dinner Dance in Colonial Room. 

Wednesday, May 27— 

All day. Final inspection of sample 
lines and purchase of Fall require- 
ments. 


Jack Evans Promoted 


Los ANGELES, CALIF.—Jack Evans 
has been promoted from footwear sales- 
man in the local branch of the United 
States Rubber Co. to the War Products 
Division of that company. Mr. Evans 
now represents all branches of the com- 
pany and is working solely with the de- 
fense industries in this section. 


To Enlarge Shoe Department 


San FRANcisco, CALir.—Hasting’s, 
Post and Kearney Streets, are remodel- 
ing the third floor of their store to pro- 
vide enlarged space for the shoe depart- 
ment, at present on the ground floor. 
Growth of business has made this neces- 
sary, and the new shoe department will 
provide the latest equipment for service. 
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Dates to Remember 


Pennsylvania Shoe Travelers’ Asso- 
ciation Show, William Penn 
Hotel and State Theater Building, 
Pittsburgh, Pa. May 17, 18, 1942 


Central States Shoe Fair, Hotel 
Morrison, Chicago, Il. 
May 17, 18, 19, 20, 1942 


Annual Shoe Show, lowa National 
Shoe Travelers’ Association, Hote! 
Chamberlain, Des Moines, la. 

May 17. 18 19. 1942 


Southwest Fall Style Shoe Show. 
Adolphus [lotel, Dallas, Texas. 
May 17, 18, 19, 20, 1942 


Convention, California Shoe Retail- 
ers’ Association, Hotel St. Francis. 
San Francisco, Cal. 
May 24, 25. 26, 27, 1942 


Annual Convention, Pacific North- 
west Shoe Retailers’ Association. 
Portland, Ore. 

May 30, 31. June 1. 2. 1912 


Fall Shoe Show, Michigan Shoe 
Travelers’ Club. Hotel Statler. 
Detroit, Mich. June 1, 2, 1942 


Boston Shoe Fair, Hotel Statler 
and Parker House, Boston, Mass. 
June 1, 2, 3, 4, 1942 


Fall Shoe Convention, Mid-Conti- 
nent Shoe Travelers’ Association, 
Skirvin Hotel, Oklahoma City, 
Okla. June 7, 8, 9, 1942 


New York State Shoe Retailers’ As- 
sociation Meeting, Syracuse, New 
York. June 14, 1942 


Golf Tournament Central Pennsyl- 
vania Shoe and Leather Associa- 
tion, Lancaster Country Club, 
Lancaster, Pa. June 19, 1942 





To Have Exhibits 
At Syracuse Meeting 


Rocuester, N. Y.—Traveling shoe 
salesmen are going to have exhibits at 
the annual gathering of the New York 
State Shoe Retailers’ Association at 
the Onondaga Hotel, Syracuse, June 
14, even though they are not to be 
sponsored by the association. When 
war restrictions on travel made it de- 
sirable to change the meeting place 
from Buffalo to Syracuse and to cut 
its duration to one day, it was decided 
to make the matter of exhibits entirely 
optional with its 150 associate mem- 
bers, the traveling salesmen. Letters 
which have been arriving at headquar- 
ters say they will be present—with 
exhibits. 
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Boot and Shoe Recorder 








We like patent leather shoes 





is made of 


COLONIAL 
PATENT 


To large producers of juvenile foot- 


wear uniformity and dependability are 





as important as high value when they 
select patent leather. Consequently, it 
is understandable why so many large 
manufacturers, such as the Brown Shoe 
Company, consistently rely upon 
Colonial, the world’s best known 


patent leather. 


COLONIAL TANNING CO. 


BOSTON, MASS. 


also tanners of black, white, and colored 
elk .. and splits 
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AMERICA’S DESTINY 
RESTS 
WITH ITS YOUTH 
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erberich-Payne Dealers J 


Tue strength of our man power tomorrow rests with our youth today! No 

part of their health program is more important than the health of American 

boys” feet. Good foot health calls for well built, carefully fitted shoes, and 

Gerberich Dealers are doing that job NOW. With Gerberichs, Stride Rite, ; be,* 

Junior Arch Preserver and Official Boy Scout Shoes, Gerberich Dealers ate ') Style No. 725 

fitting America’s finest shoes, well made from quality materials, over scien- Boys’ Brown and White Ventilated 
tifically’ graded lasts. The constantly increasing list of dealers, and steadily Oxford, Urban Last, Rubber Heels, @ 
mounting éales, prove too, the practicability and profit of selling Gerberich- Soles. Widths A to D. 
Payne Shoes. Why not investigate Gerberich-Payne today. Carried in Big Boys’ sizes, 644 to Il. 


GERBERICH-PAYNE SHOE COMPANY 


MOUNT JOY, PENNSYLVANIA N. Y. Office, Marbridge Bldg., Room 405, Los Angeles, Hotel Lankershim 
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